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PROFESSIONAL TRAINING 
for a PROFESSIONAL CAREER 


At Mutual Life we appreciate that certain 
native abilities are essential for success in a life 
insurance selling career. We look for those 
particular abilities—through aptitude testing 
and specially conducted interviews— whenever 
a prospective Field Underwriter is being con- 
sidered for appointment. 


But a Mutual Life Field Underwriter is 
expected to do much more than sell life insur- 
ance policies. He must develop a thorough 
knowledge of life insurance; he must learn to 
apply life insurance to satisfy human needs; he 
must learn to coordinate life insurance with 
other types of assets, to provide his policy- 
holders with maximum value and protection. 


Those are the objectives of our 3-year on-the- 
job training program. 


The training schedule is a demanding one, 
which includes: 3 years of carefully supervised 
study and field work, 6 periodic regional sem- 
inars conducted by representatives of the 
Home Office Training Division, and 11 written 
examinations. 


The completion of the program gives each 
new Mutual Life Field Underwriter a thorough 
grounding in life insurance fundamentals, tax 
and business insurance, and the principles of 
his Company’s operations. We believe it quali- 
fies him to perform a public service that is 
professional in concept and practice. 
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Tell them about Triple-protection Life insurance and note the 
enthusiasm when you explain to them that: 
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House Group Gives 
lenfafive 0.K. to 
Desired Tax Shifts 


Would Alter Annuity 


Tax, Drop Payment-of- 
Premiums Test 


WASHINGTON—The House ways 
and means committee has tentatively 
adopted several tax proposals favorable 
to life insurance policyholders. Final 
action will be taken when the recom- 
mendations agreed upon have been re- 
duced to statutory form by the House 
legislative counsel. Latest information 
indicates that the proposed revision bill 
will be presented in draft form to the 
committee May 24. The proposals were 
made by the joint federal tax program 
committee of Life Insurance Assn. of 
America and American Life Conven- 
tion. 

The committee has approved the pro- 
posal to amend section 812 (e)(1)(G) 
to include, in addition to life insurance 
contracts, annuity and endowment con- 
tracts and to include proceeds held at 
interest. The power of appointment 
would be enlarged to include power in 
the surviving spouse to appoint herself, 
as is the case under the general trust 
section of the law. 


Supplants 3% Rule 


The committee approved the plan to 
abandon the present 3% tax rule on an- 
nuities but to exclude from the individ- 
ual income tax the portion of the an- 
nuity payment which represents return 
of principal. This exclusion would be 
distributed evenly over the period of 
the annuity. If the annuity is for a 
fixed number of years the exclusion 
would be prorated over those years. If 
payable during the annuitant’s life, the 
aggregate consideration would be di- 
vided by the annuitant’s life expectancy 
at the time of the first annuity pay- 
ment. The quotient would represent 
the portion of each annual payment 
which would be excluded from gross 
income. The exclusion would be al- 
lowed each year the annuity payment 
ils received, whether or not the annui- 
tant’s actual life exceeded or fell short 
of his expectancy. 


Basis for Annuity Taxation 


If the annuity is for life or a fixed 
number of years and a refund is due at 
the time of death the consideration used 
in establishing the yearly exclusion 
would be the total cost of the annuity 
minus the net cost of the refund fea- 
ture. The refund itself would be ex- 
empt. If the annuity is for the joint 
lives of two or more annuitants the an- 
nual exclusion should be based on the 
probability of recouping the considera- 
tion under the combined life expec- 
fancies involved. The commissioner of 
internal revenue would, to the extent 
practicable, prescribe and publish tables 
based on recognized life expectancies 
which are to be used in calculating the 
allowable exclusions. 

With respect to annuities under which 
Payments have been made prior to the 
effective date of the legislation em- 
bodying the foregoing rules the aggre- 
gate consideration would be reduced by 
the aggregate of the amounts previously 
excluded and the remainder treated as 
if it were the consideration for the an- 
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Six Months’ Wait 
for Regulations 


on Tax Law Seen 


WASHINGTON —Treasury regula- 
tions interpreting the new federal tax 
law will probably not be issued for at 
least six months, according to internal 
revenue bureau sources. However, prep- 
aratory work on them will probably 
crystallize bureau policy*as to inter- 
pretations so that the department may 
start making new rulings in advance of 
the issuance of the regulations them- 
selves. 

In at least one case the bureau has 
found it necessary to revoke a ruling 
already given. This was done because 
after rendering the decision the depart- 
ment officials decided the situation was 
more complicated than they had at first 
understood it to be. However, in re- 
voking the ruling the department did 
not intend to imply that the ruling was 
necessarily wrong but merely that on 
controversial interpretations under the 
new law on estate and gift taxes it 
would withhold rulings until the policy 
with respect to interpretations has been 
officially crystallized. 

The ruling in question was given in 
a telegram from Deputy Commissioner 
Bliss to National Life of Vermont and 
quoted on page 16 of the April 30 issue 
of THe NATIONAL UNDERWRITER. It was 
to the effect that the marital deduction 
would be permitted where an insurance 
policy on a decedent’s life is payable to 
the surviving spouse in fixed annual 
installments for 20 years certain and life 
thereafter with absolute right in the 
surviving spouse to withdraw at any 
time the commuted value of the annual 
installments and the fact that the spouse 
might die within the 20 year period 
without having withdrawn the com- 
muted value, which would then pass to 
the children, would not affect the de- 
duction. 

The bureau is having much correspon- 
dence with insurance people but has had 
to duck most questions, answering only 
the simpler ones pending policy deci- 
sions on what is to be the department’s 
official attitude on various complex 





nuity contract covering the remaining 
life or lives. 

The committee approved the proposal 
that the taxability of life insurance pro- 
ceeds payable to specific beneficiaries be 
made to depend exclusively on whether 
or not the decedent possessed inci- 
dents of ownership in the policy at the 
time of his death. This would remove 
the ‘payment of premiums” test intro- 
duced by the internal revenue act in 
1942, 

The committee also approved the pro- 
posal that section 165(b) be amended to 
extend the capital gains treatment to all 
qualified pension plans. Under existing 
laws such treatment is available only if 
a trust is used in financing the plan and 
the new proposal would extend this 
treatment to non-trusteed plans. 

The joint federal tax program subcom- 
mittee also proposed that a new sub- 
paragraph be added to the gift tax sec- 
tion of the 1948 revenue act which 
would extend to gifts of life insurance, 
endowment and annuity contracts the 
same treatment accorded powers of ap- 
pointment in the case of gifts and trusts. 
The proposed subparagraph would al- 
low the marital deduction where the 
contract transferred included a power of 
appointment in the donee spouse, thus 
applying the same principles under the 
gift tax as would apply under the es- 
tate tax should be proposed amendment 
to section 812 (e)(1)(G) become law. 


This proposal has not been submitted 


Mass Cover Groups 
Study Quiz Answers; 
Find Much of Value 


A digest of replies to the mass cover- 
age questionnaire sent out to group- 
writing companies, studied at a meeting 
of the mass coverage committees of 
National Assn. of Life Underwriters and 
L.I.A.M.A. in New York city last week, 
disclosed that there is substantial ap- 
proval of the $20,000 maximum per life 
established in the commissioners’ stand- 
ard definition. It is believed that the 
desirability of this limitation, both from 
the standpoint of sound underwriting 
and that of the public interest, is gen- 
erally recognized, a news release cov- 
ering the meeting states. Replies to the 
questionnaire were received from com- 
panies holding approximately half of the 
total group life insurance in force in 
1946. 

Throughout the digest there is re- 
peated evidence that the experience of 
companies with so-called “tenuous or 
fringe groups” has not been satisfactory. 
Groups which have no strong identity 
of interest or which are not closely knit 
fall into this category. Some feel that 
such groups are apt to combine the 
weakest features of assessment insur- 
ance, making them undesirable from 
both a social and an underwriting view- 
point, the release points out, adding 
that “while everyone recognizes the 
social and economic service rendered by 
group insurance nevertheless there is 
full agreement that it should be only 
supplementary to permanent forms of 
personal insurance.” 

In the completed questionnaires there 
is stress on the vital services of the 
agent, including programming, conserva- 
tion, claim settlements, review of es- 
tates in view of changing conditions, and 
the like. 


Value Beyond Questionnaire Answers 


The release quotes a spokesman for 
the committees as saying that it is fair 
to assume that the value of the activ- 
ities of the mass coverage committees 
far transcends the importance of the 
information compiled from the ques- 
tionnaire, for the whole subject of mass 
coverages has been brought to the fore 
and much light has been shed on it. 
The objective treatment of the subject 
given by Philip B. Hobbs, Equitable 
Society, Chicago, chairman of the 
N.A.L.U. mass coverages committee, 
and E. B. Whittaker, vice-president in 
charge of group insurance of Pruden- 
tial, at the Saratoga Springs meeting 
of the New York state life managers 
is mentioned as contributing greatly to- 
ward a better understanding of the basic 
problems involved. 

The statement also points out that it 
is believed that all group-writing com- 
panies were stimulated to reexamine 
their own thinking concerning their 
group practices and that some companies 
are restudying the soundness of their 
group underwriting and administrative 
procedures. There have been numerous 
meetings of the steering committees of 
the two committees. The steering com- 
mittees worked out the questionnaire 
which was approved by the full com- 
mittees before being sent to the 130 
companies having group insurance in 
force. Vice-president Vincent B. Coffin 
of Connecticut Mutual is chairman of 
the L.I.A.M.A. mass coverages com- 
mittee. 








to the ways and means committee be- 
cause it was feared it might delay the 
preparation and introduction of the re- 
vision bill. Assurance has been given, 
however, that the proposal will be rec- 
ommended for inclusion in the revision 
(CONTINUED ON PAGE 24) 


Actuarial Society 
Approves Merger, 
Reelects Officers 


Membership Indicates 
Preference for Name 


A os s 
Society of Actuaries” 
. 

NEW YORK—The proposed merger 
of the Actuarial Society of America and 
the American In- 
stitute of Actuar- 
ies Was unanimous- 
ly approved at the 
meeting of the Ac- 
tuarial Society 
here. The motion 
was put by Joseph 
B. Maclean, retired 
actuary of Mutual 
Life, and now con- 
sulting actuary, 
who was the first 
president of the so- 

= ciety to suggest the 
merger in a presi- 
nee dential address. By 
a vote of 351 to 38, the society expressed 
its preference for the name, “Society of 
Actuaries,” for which the institute also 
voted. R. A. Hohaus, actuary of Metro- 
politan, presented the merger plan. The 
merged organization will have a mem- 
bership of 900. 

All officers were reelected: Horace R. 
Bassford, vice-president and actuary 
Metropolitan Life, president; E. M. Mc- 
Conney, president Bankers Life of Iowa, 
and Henry S. Beers, vice-president and 
actuary Aetna Life, vice-; residents; 
Walter Klem, second vice-president and 
associate actuary of Equitable Society, 
secretary; O. W. Perrin, Penn Mutual, 
treasurer, and John R. Larus, vice-presi- 
dent and actuary Phoenix Mutual Life, 
editor. 


New Members of Council 


New members of the council are Rich- 
ard C. Guest, vice-president and actuary 
State Mutual Life; Pearce Shepherd, 
vice-president and associate actuary Pru- 
dential; John D. Buchanan, assistant 
general manager and chief actuary Lon- 
don Life, and Leigh Cruess, vice-presi- 
dent and chief actuary Mutual Life. 

More than 400, a record, attended. It 
was a historic meeting but somewhat 
anti-climactic, since the merger and the 
eventual disappearance of the society 
and institute as separate entities already 
had been well pwblicized at the institute 
gathering last month. . 

Commenting on the merger Mr. Bass- 
ford said that establishment of a single 
organization for the actuarial profession 
will in no way change the functions nor 
the effectiveness of the work of either 
organization. He pointed out that the 
actuarial profession has taken on in- 
creased importance in recent years and 
the single unit operation will help fulfill 
the greater responsibilities. He men- 
tioned that actuaries have been given an 
ever-expanding role in the social and 
economic life of the country, including 
work in organized old-age and survivor- 
ship insurance, disability insurance, 
group underwriting, pension plans and 
the like. 

In his presidential address Mr. Bass- 
ford said that the educational function 
of the actuarial profession does not end 
when a student has completed his exam- 
ination and taken his place in the society 
as a fellow but to cope with new prob- 
lems created by changing conditions ac- 

(CONTINUED ON PAGE 22) 
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Wayne University 
to Have Life Dept. 


Announcement was made at the an- 
nual life management congress at De- 
troit by President 
David Henry of 
Wayne University, 
Detroit, of the in- 
stitution of a life 
insurance depart- 
ment in the school 
of business admin- 
istration. Hampton 
H. Irwin, who has 
been educational 
director of Massa- 
chusetts Mutual 
since 1941, will be 
in charge of the 
new _ department. 
Classes will begin 
with the fall term. 
was enthusiastically 
audience. 

A C.L.U., Mr. Irwin graduated from 
the University of Michigan in 1917 and 
joined the Detroit agency of Massachu- 
setts Mutual in 1920. He had charge of 
insurance at the school of business ad- 
ministration at the university 1935-1940. 
Before going to the home office he con- 
ducted C.L.U. study classes at Detroit, 
Lansing, Grand Rapids, Flint and 
Toledo. His teaching has always 
stressed the practical rather than the 
merely theoretical. 


Attendance from Wide Area 


The management congress, sponsored 
by Detroit Life Managers Assn., drew 
managers and their assistants from all 
parts of Michigan. Discussion centered 
on recruiting and training of agents, 
with particular attention to development 
of courses on life insurance in the 
larger universities and colleges of Michi- 
gan. 

Professor Robert I. Mehr, University 
of Illinois, discussed in detail the uni- 
versity’s life insurance program both 
for campus courses and extension classes 
in the larger Illinois cities. He said a 
university educational program should 
provide not only general appreciation 
courses but also advanced courses to 
equip qualified students with basic 
knowledge to enter the business. 

S. G. Carson, Aetna Life, Toledo, 
spoke on building prestige for the 
agent, displaying the various types of 
prestige building material his agency 
uses, to illustrate his thesis that an 
organized program of building agents’ 
prestige+is a definite function of an 
agency. e 


Milwaukee, Lansing Men Speak 


V. V. Van Leuven, manager New 
York Life at Milwaukee, described the 
recruiting and training methods which 
put his agency in third place for 1947. 
L. C. Peters, manager Metropolitan 
Life at Lansing and winner of his com- 
pany’s 1947 agency building award for 
the Michigan, Wisconsin and Minnesota 
areas, discussed training and motivating 
new agents. 

For the two-hour luncheon period 
those attending the congress were div- 
ided into small groups for round table 
discussions as they ate. Each table was 
headed by a discussion leader to guide 
the conversation to an interchange of 
ideas on management problems. These 
round table discussions proved a popu- 
lar feature of the meeting. 
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Pyper Utah Manager 


Leroy B. Pyper, for many years with 
California-Western States Life at Phoe- 
nix, has been appointed its manager in 
Utah. He succeeds Frank J. Mozley, 
who resigned to join his father in the 
ro Lake City agency of Beneficial 
wife. 





Knowlton Is Reappointed 


Commissioner Knowlton of New 
Hampshire has been reappointed for a 
second five-year term. His _ present 
term expires June 9. He is chairman 
of the A. & H. committee of N.A.I.C. 


1948 Little Gem Brings 
Wealth of Vital CSO Data 





By LOUIS H. MARTIN 


The highly interesting picture of mod- 
ern life insurance under the Guertin 
laws, with brand new facts and figures 
on some 196 companies, is now presented 
for the first time, in the new 1948 Lit- 
tle Gem Life Chart, just coming off 
THE NATIONAL UNDERWRITER press. 
Since early last fall a large staff of 
statisticians and assistants has been con- 
stantly at work on the tremendous job 
of digesting the new rate and dividend 
books of all the companies,—selecting, 
compiling, proofreading and_ triple- 
checking the many hundreds of thou- 
sands of pertinent facts and figures. 
Never before in the history of life in- 
surance has a similar situation arisen. 

Nearly all companies were compelled 
by law to completely change their rates 
and values all at the same time. Al- 
most all field men have had to learn to 
operate under entirely new rules. Co- 
incident with the Guertin changes re- 
quired by law, most companies com- 
pletely revised their contracts, practices 
and regulations as well, making the 
situation still more complicated and con- 
fusing. 

Now finally, after many months of 
continuous and painstaking concen- 
trated effort, comes the new 1948 Little 
Gem, entirely revised from cover to 
cover, and supplying a vitally needed 
and carefully arranged, presentation of 
the up-to-date facts and figures. It 
contains the new rates, new values, new 
options, new contract analyses, new 
dividends, new interest rates, and new 
reserve tables—in fact all the latest 
Guertin basis information. All of this 
vast amount of modern factual data 
about life insurance in 1948, is now care- 
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Moreover, the underwriter rer 








VALUE OF YOUR SER 


Occasionally the life underwriter encounters a person who 
holds the belief that the job of the life underwriter in our 
economy is wasteful and inefficient — that the same results 
could be achieved by selling insurance across the counter. 


Don’t you believe it! Don’t buy that idea — not even for a 


While it is quite true that distribution costs might be low- 
ered in that manner, it is also probable that life insurance costs 
would be increased—due to the natural tendency, in the ab- 
sence of the influence of the salesman, for the poorest risks to 
buy much, the best risks to buy little, and mortality rates to 


acre services that no other sell- 
ing method can offer. His services in recommending the right 
policy from among the many in the rate book, in coordinating 
life insurance and Social Security, in selecting the right settle- 
ment option, in safe-guarding life insurance proceeds, are 


services invaluable to the buyer. 


There is no substitute for the services of the life underwriter. 


Insurance in Force—March 31, 1948—$356,261,284 


fully compiled and presented in an easy- 
to-use manner, in the new 704-page 
1948 Little Gem, which has had by far 
the largest advance sale of any edition 
in its 46 years of publication. 

As the Guertin laws completely 
changed the picture, all life insurance 
men and women have been wondering 
just where they stood. These revolu- 
tionary changes, while certainly a good 
thing for the policyholder and for life 
insurance, have put an extra responsibil- 
ity on all life insurance workers. All 
previously accumulated knowledge of the 
business now must be supplemented by 
a broad new understanding of life in- 
surance under the Guertin legislation. 
Everyone wants to know how his or 
her company fits into the new picture. 
Every agent needs the up-to-date facts 
presented in the new Little Gem in or- 
der to intelligently advise his policy- 
holders, 


What Is Covered 


For each of its 196 companies the 
new Little Gem provides an analysis 
of the new contract, covering both the 
contractual provisions and company 
practice, accompanied by new rates for 
from 12 to 48 contracts, including re- 
tirement forms, term, disability, double 
indemnity and intermediate. New cash 
values, including those at the retire- 
ment ages of 55, 60 and 65, are also 
shown along with the incomes payable 
under current settlement options. Com- 
prehensive dividend and cost data (both 
present scale and actual history) | is 
provided for participating companies, 
with detailed summaries for 10 and 20 
years. Since the Little Gem covers so 
many more companies than other pocket 

(CONTINUED ON PAGE 24) 
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Pass UCD Bills 
in New Jersey 


In the closing hours before recess 
until August, the New Jersey legislature 
passed the Barton-Brescher bills estab. 
lishing a cash sickness benefit system 
A temporary disability benefit fund 
of $50 million is to be created out of 
the $220 million workers have contrib. 
uted to the unemployment compensation 
fund in 10 years. If majority workers in 
a plant want private coverage, that may 
be purchased from insurers by the em- 
ployer with limited worker contriby. 
tions. 

Workers will become eligible for 
benefits starting Jan. 1. A one week 
waiting period is required, plus a doc- 
tor’s certification, before benefits are 
payable to workers whose normal in- 
come is interrupted by illness. New 
Jersey will become the third state with 
U.C.D., the others being California and 
Rhode Island. Rhode Island has an ex- 
clusive state fund. The New Jersey law 
follows fairly closely the California cash 
sickness law. 


Details of Plan 


Workers covered by the public fund 
must pay three-fourths of 1% of earn- 
ings up to $3,000 for temporary dis- 
ability benefits. One-quarter of 1% will 
go for unemployment compensation pro- 
tection. Those covered by private plans 
will contribute nothing to the temporary 
disability fund, but will be required to 
give one-fourth of 1% to the unemploy- 
ment compensation fund. If workers 
elect private coverage, they may be re- 
quired to pay three-fourths of 1% to- 
ward the cost of private insurance pro- 
vided by employers. 

Employers would pay less toward the 
unemployment compensation fund on a 
merit basis depending on stability of 
payrolls. 

As of April 30 the unemployment 
compensation fund had a balance of 
$486,433,075 on deposit with the Federal 
Security Agency in Washington. The 
Knowland act passed three years ago 
by Congress permits states to use ac- 
cumulated worker contributions to es- 
tablish cash sick benefit funds. La- 
bor held out for an _ exclusive - state 
fund while industry argued for a com- 
pulsory system of private insurance 
coverage for all workers. 

The program provides that a stand- 
ard contribution rate of one-fourth of 
1% of taxable wages is to be paid by 
employers in the first two years for 
cash sickness. Beginning in the third 
year, each employer’s contribution rate 
will be adjusted according to the ex- 
perience of his employe group, but no 
employer’s contribution rate for dis- 
ability benefits may exceed three-fourths 
of 1% or fall below one-tenth of 1%. 

Benefits range from $5 to 22 per week 
for a maximum of 26 weeks for work- 
ers insured in the state fund. There is 
no limitation on benefits in a private 
plan. Many existing company plans 
will have to be amended in one or more 
respects in order to meet minimum state 
requirements for coverage, it is said. 
Substituted plans may be either insured 
or self-insured. If the substitution is 
not made, state fund coverage is auto- 
matic, 


Rules General Motors Must 
Bargain on Group Plan 
WASHINGTON—National labor re- 


lations board’s trial examiner, J. J. Fitz- 
patrick, in a report on the General Mo- 
tors case, has held that the law re- 
quires an employer to bargain with his 
employes’ representatives on provisions 
of company social security programs. | 

Ruling the company failed to bargain 
with United Auto Workers on propose 
changes in the company’s insurance 
plan, the examiner recommended it be 
required to stop making changes in the 
plan affecting 225,000 G. M. employes 
represented by U.A.W. without first 
consulting the union. 
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Says Proceeds Section of 
Tax Law Needs Amending 





Section 812(e)(1)(G) of the internal 
revenue code as amended by the 1948 
act is the, only section dealing 
specifically with whether or not life in- 
surance proceeds qualify for the estate 
tax marital deduction and it seems evi- 
dent that the section was a last-minute 
thought and that complete consideration 
of the treatment of life insurance pro- 
ceeds must wait until a further tax Dill 
js enacted, said Bert C. Bentley, Chicaga 
lawyer, in discussing life insurance pro- 
ceeds in the last of his series of four 
lectures for Chicago life agents on the 
new law. 

Because of the lack of full coverage in 
the insurance section Mr. Bentley said it 
is not clear whether the section dealing 
with installment payments is confined 
to options calling for such payments 
only or applies to all proceeds no mat- 
ter how they are made payable. If the 
section applies only to funds left, under 
installment options it means nothing re- 
garding proceeds left in a lump sum or 
held at interest . : 

Mr. Bentley said that most authori- 
ties feel that the section is intended to 
cover all insurance proceeds. 


Conditions for Eligibility 


In this connection Mr. Bentley pointed 
out that the new law provides that the 
marital deduction will be allowed on 
the proceeds if they are receivable in 
annual or more frequent installments 
and commencing within one year after 
the decedent’s death, if under the terms 
of the policy all amounts payable during 
the life of the surviving spouse are pay- 
able only to such spouse and if such 
spouse has the power to appoint all 
amounts payable after such spouse’s 
death (exercisable in favor of the es- 
tate of such spouse whether or not the 
power is exercisable in favor of others). 
The marital deduction under those con- 
ditions is further limited by provision 
under the law that the power of the sur- 
viving spouse to appoint, whether ex- 
ercisable by will or during life, is to be 
exercisable by the spouse alone and in 
all events. : 

Mr. Bentley observed that in explain- 
ing this provision of the law the Senate 
finance committee report stated that a 
marital deduction is allowed with respect 
to the value of proceeds payable to a 
surviving spouse and used in determin- 
ing the value of the gross estate because 
no person other than the surviving 
spouse has an interest in the proceeds 
and that the result will be the same 
whether such proceeds are payable in a 
lump sum or payable in installments to 
the surviving spouse, her heirs, or as- 
signs for a term, or are payable to the 
surviving spouse for her life with no 
refund of the undistributed proceeds or 
with such a refund to her estate, and 
that it is also immaterial whether any 
such mode of payment is determined by 
an option exercisable by the decedent or 
exercisable by the surviving spouse. 


Conflict with Committee Report 


Mr. Bentley directed attention to the 
fact that the law’s section covering pro- 
ceeds provides that to qualify for the 
deduction the proceeds must be receiv- 
able “in annual or more frequent in- 
stallments commencing within one year 
after the decedent’s death” whereas that 
limitation is ignored in the finance com- 
mittee’s report explanation. Also, the 
law further provides that the deduction 
is allowable only “if under the terms 
of the policy all amounts payable during 
the life of the surviving spouse are pay- 
able only to such spouse and if such 
spouse has the power to appoint all 
amounts payable after such spouse’s 
death” and “such power in the surviving 
spouse to appoint whether exercisable 
y will or during life is exercisable by 
such spouse alone and in all events.” He 
cited a section of the committee report 
which says that the result will be the 


YUM 


same whether such proceeds are payable 
in a lump sum or are payable in install- 
ments to the surviving spouse, her heirs, 
or assigns for a term. 

“T will agree,” he said, “that having 
proceeds payable in a lump sum should 
make no difference but if the settle- 
ment option provides that the proceeds 
are to be payable to the surviving 
spouse, her heirs, or assigns, for a term, 
it would be possible for the surviving 
spouse to assign her rights under the 
policy for a term of years to some third 
person or persons and that would con- 
travene the conditions of the law under 
which payments may only be made to 
the spouse so long as she lives and her 
power of appointment can be effective 
only following her death. 


Can Limit Power 


“There is no objection to having pay- 
ments made to the surviving spouse for 
her life without any refund, or provided 
that the refund is to be made to her 
estate; but if the option provides that 
the refund is to be made to her estate 
then it must also confer upon her the 
power to appoint to her estate. In 
other words, you can limit the power of 
appointment so that she exercises it 
only in favor of her estate, or, you may 
expand the power of appointment so 
that she may exercise it either in favor 
of her estate or in favor of others.” 

Mr. Bentley quoted as being worthy 
of special attention the portion of the 
committee’s report which stated that it 
is immaterial whether any such mode of 
payment is determined by an option ex- 
ercised by the decedent or exercised by 
the surviving spouse. He said he could 
find nothing in the language of the law 


justifying that particular statement al- 
though by inference it may be a per- 
fectly proper statement. If so, then it 
gives rise to a real and very material 
danger, he warned, for all of the very 
carefully laid estate plans of the de- 
cedent could be thoroughly wrecked. 

“Suppose the decedent, the insured, 
permitted the beneficiary to select the 
settlement option, and suppose the ben- 
eficiary selected a settlement option that 
did not comply with the provision of the 
law,” he said. “In that case there would 
be no marital deduction as to the insur- 
ance proceeds. That could be so con- 
trary to what the decedent had planned, 
it could produce a result so different 
from the one you had worked out, that 
the result might even be tragic. It seems 
to me that the only safe thing you can 
do is to be sure that a settlement option 
is selected by the insured himself and 
that the option be within the confines of 
and subject to the condition of the law, 
thus making sure that the marital de- 
duction is preserved.” 

Regarding joint and survivor annui- 
ties, Mr. Bentley said that the value 
remaining in the contract at the time of 
the death of the person first to die 
would be allowable as a marital deduc- 
tion because there would be nothing 
payable after the death of the surviving 
spouse and the committee report says 
that even if upon the death of the 
surviving spouse the annuity payments 
were to continue for a term to her es- 
tate or the commuted value were to be 
paid to her estate the marital deduction 
is nevertheless allowable in respect to 
the entire interest, meaning the interest 
as valued in the estate of the first an- 
nuitant. He said that if this statement 
in the committee report is correct it is 
only because the annuity proceeds are 
looked upon differently from the pro- 
ceeds of insurance. He said he was in- 
clined to agree with the language of the 
committee report on this point. 

Mr. Bentley said he feared that giving 

(CONTINUED ON PAGE 24) 








fund: 


death of the insured. 


death should occur. 








Business Insurance 


Doyle M. Smith, of the Penn Mutual’s F. A. Schnell 
Agency in Los Angeles, writes of Business Insurance 
that the four essential steps in the sale are — 


1. Crystallizing the problem 
2. Solution of the problem 
3. Methods of financing 


4. Life insurance as a sinking fund 


Life insurance has these advantages as a sinking 


Matures when needed. The very event that estab- 
lishes the need for cash also matures the contract, the 


Immediately provides the full amount required. The 
payment of the first premium assures the full amount if 


Comparatively small fixed annual outlay. 
THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 














Mutual Life to 
Erect New Home 
Office Building 


Will Run from 
55th to 56th Streets 
on Broadway 


NEW YORK—Mutual Life will build 
a new 22-story home office building on 
the block-front from 55th to 56th streets, 
on the east side of Broadway in New 
York City. The site has been owned by 
the company for a number of years. 

The new building will enable the com- 
pany to reduce its operating costs mate- 
rially, according to President Alexan- 
der E. Patterson. It will be designed, he 
said, for the company’s own occupancy 
and will replace quarters that the com- 
pany has occupied since 1884. The new 
building will provide approximately 
390,000 square feet of office space, of 
which Mutual will occupy about 250,000 
at the outset. The remainder will pro- 
vide for future needs and meanwhile will 
be rented to commercial tenants. 

Detailed plans and specifications have 
not yet been decided upon. Most of the 
site is being used as a parking lot, the 
rest being occupied by a small hotel and 
a small building. This will keep costs 
at a minimum. Because detailed plans 
must still be prepared the company does 
not expect the new building to be ready 
for occupancy before the end of 1949 at 
the earliest. 

The new building is being constructed, 
Mr. Patterson said, because present 
quarters at 34 Nassau street make it 
impossible for the company to operate 
as efficiently as it could in space de- 
signed especially for use by a modern 
life company. . 

The present home office is 
offered for sale. 


Clarke on U.S. C. of C. 
Insurance Committee 


Dwight L. Clarke, president of Occi- 
dental Life, has been appointed a mem- 
ber of the insur- 
ance committee of 
the United States 
Chamber of Com- 
merce, Mr. Clarke 
is immediate past 
president of the 
American Life 
Convention and is 
a member of the 
A. L. C. executive 
committee. He is 
a director of the 
Los Angeles Cham- 
ber of Commerce 
and is a member 
and former chair- 


being 





». L. Clarke 
man of its insurance committee. 





New Alberta Superintendent 


E. R. Hughes has been named super- 
intendent of insurance and fire commis- 
sioner of Alberta. He succeeds Ralph 
R. Moore, who was superintendent for 
10 years and who has been elevated to 
deputy minister of economic affairs. 
Austin Bridges has been named deputy 
fire commissioner and Walter Fuller 
deputy superintendent of insurance. 

The new superintendent for two years 
has been registrar of companies, He 
joined the civil service in 1931. Mr. 
Bridges has been with the Alberta de- 
partment for six years as chief inspec- 
tor. Mr. Fuller has been in the civil 
service for eight years, the last two in 
the insurance department as chief clerk 
and inspector. 
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Actuaries Relate Reaction 
to New CSO Policies, Rates 





NEW YORK—tThe reaction of pol- 
icyholders and agents to the new CSO 
policies, premiums, etc., and some of 
the early effects of ‘CSO table use on 
company practice and experience were 
recounted for the Actuarial Society of 
America at-its meeting here. 

Frank D. Kineke, associate actuary of 
Prudential, said that so far as he had 
heard, there had been no unfavorable re- 
action on the part of the policyholders 
or agents. Several Prudential agents 
had complained that they were having 
trouble in figuring the nonforfeiture val- 
ues, though there is no need for them 
to try to figure these, since the values 
are stated in the policies. 

There has been no marked change as 
between the writing of high and low 
premium policies, he said. There has 
been some change in the distribution 
among the low premium forms. Pru- 
dential has issued less of the modified 
5 and more of the modified 3 policies. 
Possibly there has been more of the 


modified 3 issued because the family in- 








* I WANT TO THANK 
OUR FRIENDS WHO HAVE 
COMMENDED US FOR MOV- 
ING SO RAPIDLY INTO THE 
NEW TAX LAW. MUCH RE- 
MAINS TO BE DONE BE- 
FORE ALL OUR MATERIAL 
IS CORRECTED—BUT WE 
WILL MOVE AS RAPIDLY AS 
POSSIBLE. 


* * * 


ONE COMMENT COMES FROM 
A MANAGEMENT PLANS MEM- 
BER. In his first paragraph, he 
tells us he was on the verge of dis- 
continuing, but then came the tax 
material organized and ready to use. 
This saved him so much time, that 
“if I am in the business for the next 
twenty years and never get another 
idea from my R & R membership, 
my fees have all been paid for.” 


ANOTHER MANAGER WHO 


HAD DISCONTINUED saw the 
tax material in a friend’s office, and 
wired: “Reinstate — such service 


gives R & R top priority.” 


MANY UNDERWRITERS shave 
commented \ favorably upon our re- 
fusal to rush into print with wild 
statements concerning sales possibili- 
ties in the new law. From the start, 
our position has been that radical 
recommendations were not in order. 


SO HAVING PATTED_ OUR- 
SELVES ON THE BACK, WE 
MUST HURRY BACK TO WORK 
BEFORE SOMEONE ASKS, 





“WHEN ARE YOU GOING TO 
HAVE SO AND SO REVISED?” 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 


RESEARCH & REVIEW SERVICE 
INDIANAPOLIS 























come rider can be added to the modified 
3 but not to the modified 5 contracts. 

Prudential continues to issue approx- 
imately two-thirds of its ordinary pol- 
icies on the low premium forms, includ- 
ing the various term riders. 

Prudential has made no change in its 
policy change rules but is now making 
a study of the matter. None of the new 
features in the new policies has. been 
made retroactive. 

Valentine Howell, vice-president and 
actuary of Prudential, commented that 
the legal department’s viewpoint is that 
the relation between policyholder and 
company is strictly a contractual one 
and therefore it doubts if it is legally 
possible to make changes retroactive to 
old policies unless such changes will 
clearly benefit all policyholders — the 
new as well as the old. 

During the first four months of is- 
suing the new policies there was a slight 
trend away from the higher to the lower 
premium forms, A. H. Kretschmer, Jr., 
Continental American, stated. He spoke 
of the need for special nonforfeiture 
values where changes are made from a 
lower premium to a higher premium 
form at attained age and where the dif- 
ference in the cash surrender values is 
used as the charge for the change. Such 
special nonforfeiture values can have 
regard for the absence of the initial ac- 
quisition expense in making the change. 


Special Policy With Rider 


W. J. November, associate actuary 
Equitable Society, said Equitable has 
changed from issuing special term forms 
of insurance such as family income, etc., 
in a special form of policy to use of a 
rider. 

This company does not give an ex- 
planation of the method of determining 
the nonforfeiture values but at the foot 
of the table of values it shows the fac- 
tors employed in deriving the values. It 
has had several questions from agents 
as to their significance. Policyholders 
have not been disturbed by that form 
of stating values but agents have feared 
that the policyholders might be dis- 
turbed. The company has published in 
its house organ an explanation. The 
home office has also advised its agents 
to avoid attempting to discuss with 
prospects or policyholders the signifi- 
cance of the nonforfeiture calculation 
factors and to confine themselves to dis- 
cussion of the nonforfeiture values as 
presented in the tables and to the settle- 
ment option provision and tables. 

Travelers is experimenting with 
changes from the lower premium to 
higher premium forms on the difference 
in cash values or the difference in pre- 
miums paid, but has as yet found no 
satisfactory method, C. G. Lincoln said. 


Equitable’s Experience 


Donald B. Cody, Equitable Society, 
said that in connection with changes 
from lower premium to higher premium 
forms the company charges the larger 
amount as between the difference in the 
cash values and the difference in pre- 
miums with interest. Equitable has 
adopted a new scale of commission al- 
lowance to agents on such changes in 
which the percentage commission is 
around 3%, depending on the duration 
of the policy at the time of change. He 
also stated that the company permits no 
change to the endowment form within 
five years of maturity. 

T. A. Crowther, Metropolitan, re- 
ferred to experience since 1942 because 


‘Metropolitan changed its nonforfeiture 


values in 1942. Subsequent to those 
changes there was quite a change in new 
issues from the higher premium forms 
to term insurances including family in- 
come and family protection policies. 
This was at the expense of such forms 
as life paid-un at R&R and 20-nav life 


rather than at the expense of endow- 
ment forms which continued to be is- 
sued in about the same proportion as 
prior. The issuance of level amount term 
policies remained relatively constant. 
The company had few requests for ex- 
planation of changed rules in connection 
with change or reissue of policies. The 
charge for change of policy is on the 
basis of the difference in cash surrender 
values, which, he believes more realistic 
than on the difference in premiums with 
interest, etc. 

James G. Bruce, Colonial Life, said 
that the cash values in its new policies 
are quite low, particularly as compared 
with those of companies like Prudential 
and Metropolitan. The values Colonial 
uses in the new policies are the mini- 
mum values permitted by the new laws, 
with the interest differential. 


Reinstate RFC Insurance 
Preferred Stock Provision 
but with $15 Million Lid 


WASHINGTON — Under the RFC 
extension bill, as finally agreed upon in 
joint ‘conference committee and ap- 
proved by both Houses, the corporation 
is authorized to advance up to a total of 
$15 million’ at any one time to insurance 
companies in purchase of preferred 

stocks in cases of emergency. Under 
this provision congressional committee 
spokesmen explain, RFC could purchase 
that amount of insurance preferred stock 
and hold it at any one time. But in case 
of such a purchase this year, for in- 
stance, the stock being taken over later 
by other parties, RFC could purchase 
as much more thereafter. 

The life of RFC is extended to 1956, 
with a two-year liquidation period al- 
lowed thereafter. The Senate RFC bill 
had authorized purchase of insurance 
company and bank preferred stocks. 
The House eliminated this provision. 
The conference agreement and final act 
compromised on the above indicated in- 
surance stock provision, but left out the 
bank stock provision. 


Occidental Life Is All 
Under One Roof Now 


Occidental Life has completed the 
move to its new home office in the for- 
mer chamber of commerce building at 
Los Angeles, now renamed the Occi- 
dental Life building. All departments 
are operating under the same roof for 
the first time in several years. Occi- 
dental’s rapid growth, which has seen 
life insurance in force more than double 
since the end of 1942, had made it 
necessary to distribute home office func- 
tions in several buildings. During the 
war, of course, it was impractical to es- 
tablish new quarters. 

Last departments to join the others in 
the Occidental Life building are busi- 
ness machines, policyholder’s service, 
policy loan, stenographic, agency ac- 
counting, addressograph, renewal, 
cashier’s and the remaining units of 
auditing and of controller’s. 


Open New Coast Office 


Vice-president Ellis P. Schmidt, in 
charge of the Pacific Coast department 
of Continental Casaulty and Continen- 
tal Assurance, was host at an open 
house which informally opened the new 
coast department offices at Los An- 
geles. 

The home office was represented by 
Boyd _ Everett, vice-president and 
treasurer. A. E. Fuller, San Francisco 
manager, also was present. 











Record Production Honors Powell 


Agents of Loyal Protective set a new 
company record in business for a single 
day in the applications they wrote April 
26, the birthday of John M. Powell, 
president. The April total exceeded the 
best previous month of 1948 by more 
than 20% and premium income from 
A, & H. sales came within a few dollars 
of being the largest April. 


“Manager's Job” 
Be Combination 
Companies’ Theme 


“The Manager’s Job” will be the 
theme of the spring conference for 
combination companies of L.I.A.M.A. at 
Seaview Country Club, Absecon, N.]J,, 
May 25-27. John F. Ruehimann, vice- 
president Western & Southern, confer. 
ence chairman, will preside. About 100 
agency executives of 46 member com- 
bination companies are expected. One 
of the highlights of the meeting will be 
an address by Paul F. Clark, president 
of John Hancock. He will address a 
luncheon May 26. 

The program will be as follows: 

Tuesday, May 25: Opening luncheon, 


Lewis W. S. Chapman, director of com- 
pany relations division, L.I.A.M.A., chair. 


man. “Welcome and Setting the Stage,” 
Mr. Ruehlmann. Afternoon: Guilford 
Dudley, Jr., vice-president Life @ 


Casualty, chairman. 

Wednesday, May 26: Frank P. Samford, 
president Liberty National, chairman, 
Luncheon. Paul F. Clark, speaker; 
Malcolm C. Young, second vice- -president 
John Hancock, chairman. Afternoon; 
Jose L. Hirsh, vice-president Sun Life 
of Maryland, chairman. Evening: Show- 
ing of Prudential films, “The House on 
the Rock,” and “Another Cup of Coffee,” 
a picture on prospecting. 

Thursday, May 27: W. C. Laird, as- 
sistant general manager London ‘Life, 
a. “Highlights of the Meeting,” 

M. Peirce, senior consultant, L.I.A.M.A, 
‘losing Remarks,” John Marshall Hol- 
combe, Jr., managing director, L.I.A.M.A. 
Business session, Mr. Ruehlmann, presid- 
ing. 


Ecker Gets Plaque Marking 
65 Years at Metropolitan 


plaque on his 65th 
‘anniversary with 
Metropolitan. The 
plaque sets forth 
the tribute of the 
company’s veterans 
—9,000 employes 
with 20 years or 
more of _ service. 
Many friends sent 
flowers. 

Mr. Ecker, who 
will be 81 in Av- 
gust, maintains 
regular office 
hours, has_ per- 
sonal supervision of 
the planning and development of Met- 
ropolitan’s huge housing projects, and 
is constantly consulted on major in- 
vestment matters. He still plays a 
good and accurate golf game. For 
about 11 years as chairman Mr. Ecker 
has worked without salary. Before be- 
coming chairman he was successively 
comptroller, treasurer, vice-president 
and president. 








F. H. Ecker 





Four Speakers Named for 
Claim Assn. Meetings 


Four speakers have been announced 
for the annual meeting of International 
Claim Assn. Sept. 21-23 at Werners- 
ville, Pa. 

James A. McLain, president Guardian 
Life; E. J. Faulkner, president Wood- 
men Accident; Dr. Augustus S. Rose of 
Boston, and Dr. R. N. Filson, assotiate 
medical director of Travelers, have 
been named on the speaking program. 

More than 300 delegates and guests 
are expected at the meeting, represent- 
ing life, A. & H., and casualty com- 
panies. 





New Jersey Licensing Bill 


Agents in New Jersey will have to 
pass a test and be licensed by the state 
insurance department after Jan. 1, 1949, 
according to a bill which passed in both 
houses of the New Jersey legislature. 
The bill will affect all new agents enter- 
ing the business. Apparently those al- 
ready operating will not have to take 
the examination. Gov. Driscoll has not 
yet signed the bill but is expected to do 
do soon. 
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Guardian Leaders Told of Excellent 
Opportunities for Sales This Year 


WERNERSVILLE, PA.—“The ‘New 


Look’ in American business gives us 
the opportunity to move ahead rapidly 
in 1948,” James A McLain, president of 
Guardian Life, said in his closing ad- 
dress to the delegates at the eastern 





Weidenborner 


J. A MeLain F. 


annual three-day conv ention of the com- | 


pany’s Leaders Club. 
—your personal effort—this will be the 
best year in Guardian history.’ 

Some of the factors mentioned by Mr. 
McLain as providing increased oppor- 
tunities for American business this year 
are: the 1948 tax reduction law, 


American rearmament program, the 


“With your help | 


the | 


large investment planned by American | 
industry for maintenance and expansion | 


and the excellent prospects for the re- 
covery of European agriculture and in- 
dustry. “Above all,” he said, “there is 
hope in the complex international situa- 
tion—hope that springs from America. 
We in life insurance can contribute, in 
some small measure, in creating a vital 
faith in mankind, that will make that 
hope a reality.” 


More Than 100 in Attendance 


The convention was attended by more 
than 100 agents from the east and south. 
Leaders Club members from the western 
and Pacific Coast divisions will meet at 
Glenwood Springs, Col., June 17-19. 

Most of the program was given over 
to a discussion of prospecting and sell- 
ing techniques. The opening session was 
highlighted by the address of Frank F. 
Weidenborner, agency vice - president, 
who outlined the many opportunities 
existing today for the career agent. 
pointed out that 1947 was one of the 
best years in Guardian’s 88-year history, 
and that during the Leaders Club quali- 
fication period just completed the aver- 
age romans of the first 100 members 


Notable aerial in Listed 
for Fla. Annual Meeting 


ST. PETERSBURG — John A. 
Witherspoon, vice-president of Volun- 
teer State Life and former N.A.L.U 
president, and Commissioner Larson of 
Florida will be headline speakers at 
the annual meeting of Florida Assn. of 
Life Underwriters here May 26-28. C. 
Alexander Smith, New York Life, 
Tampa, is president. 

The opening day’s session will be 
given Over to meetings of the Quarter 
Million Dollar Round Table, C.L.U. and 
managers and general agents section 
meetings. Commissioner Larson will 
speak at the banquet. 

Mr. Witherspoon will discuss “We 
Sell Money” at the sales congress the 
latt day. W. H. Trentman, executive 
vice-president of peek ag Life, will 
talk on “Failure”, and J. E. Acuff, vice- 
president of Life & Casualty, on “The 
Value of the Insurance Dollar”. 


Dowell at Milwaukee 


Dudley Dowell, vice- -president of New 
York Life, spoke at the spring meeting 
of the Milwaukee agency. Van 
Leuven, manager, was in charge of the 
sales meeting. The office received rec- 
ognition for leading the central division 
in excess volume of new business in the 
first quarter. 
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was $467,000; of the top 50 leaders, $630,- 


000; with 24 producing $500,000 to $1 
million—and five in the millionaire 
group 


J. iB. Murphy, Detroit, outlined some 
of the selling ideas that have put his 
two-year-old agency among Guardian’s 
top 20 in production. “Ask your prospect 
to save $3 or $4 a week for his child, 
not to buy a policy, if you want to 
raise the average size of juvenile busi- 


ness you write,” he said. Another of 
his recommendations was: “Suggest that 
a doctor or dentist let his patients pay 
him a retirement income, by investing 
his first office fee every day in life in- 
surance.” 

J. P. Poole, Atlanta, who just com- 
pleted his second year in the life insur- 
ance business, explained how consistent 
use of the social security approach plus 
programming helps him produce more 
than a half-million annually. “The curi- 
osity of most people about their social 
security benefits,” he said, “will lead 
easily to a favorable interview on life 
insurance, if we stay on the track laid 


down by our programming muta a 

Warren M. Pace, associate manager 
at Richmond, spoke on the difficulties 
faced by young agents in improving 
their natural markets. The solution he 
has found prfitable is a “New Client of 
the Month Club,” a direct-mail .cam- 
paign for obtaining from each of his 
policyholders one good referred lead 
each month. 

Other speakers on the program in- 
cluded included Irving Rosenthal, asso- 
cigte actuary; B. W. Fane of Shreve- 
port; Thomas F. Walsh of Buffalo; Jack 
Warshauer, manager at Brooklyn, and 
W. R. Wilkinson, manager at Syracuse. 
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Yes, State Mutual is a good Company to be associated with . . . 
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the 
Company that believes in security for its partners in the field as well as for its 
policvholders. 


State Mutual’s Group insurance plan for its field force provides life insurance pro- 
tection, income in case of accident or illness, and substantial aid for hospital, medical 


and surgical expenses. 


In addition, the Company’s 


liberal annuity for their retirement years. 


Retirement Plan provides for its field underwriters a 


In providing these benefits, State Mutual is building a bond of mutual understand- 
ing and cooperation between agent and Company. An old Company with a youthful 
outlook, State Mutual is truly a good Company to be associated with. 
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Calls Performance 
Only Sure Bulwark 
Against Attacks 


MONTEBELLO, QUE.—The inevi- 
table attacks that will be made against 
the life insurance 
industry can only 
be met by turning 
in “such a superior 
performance 
for the _ insuring 
public that no 
one will dare be- 
lieve he can do a 
better job,” said 
Roger Hull, vice- 
president and man- 
ager of agencies of 
Mutual Life, ad- 
dressing the annual 
meeting of Cana- 
dian Life Insur- 





Roger Hull 


ance Officers Assn. 

When the attack comes, no resort to 
constitutional authority, no burst of ora- 
tory however eloquent will prove to be 
an adequate defense, Mr. Hull warned. 
He said that life companies owe a re- 
sponsibility to existing policyholders, 


new policyholders, field representatives 
and salaried employes and, “if we keep 
those responsibilities constantly before 
us in every decision we make we can’t 
possibly drift far off the course.” 

Mr. Hull said that in the home office 
and field there is a more unanimous de- 
mand than ever before for real leader- 
ship and improvement in all phases of 
operations. 

One of the problems which has been 
confronting life companies in Canada in 
recent months has been the question of 
municipal taxaton. R. Leghton Foster, 
association counsel, stated that of late 
two Manitoba municipalities have at- 
tempted to collect for special licenses 
from agents. These attempts were suc- 
cessfully resisted. In Quebec two towns 
sought special powers to tax insurancé 
companies but their requests were de- 
nied by the legislature. 

In Ontario, Mr. Foster revealed, there 
have been several instances of munici- 
palities attempting to charge business 
tax on the residences of life insurance 
agents. The association has taken the 
position that if an agent holds out his 
residence as a place of business, he 
cannot complain if a business tax is im- 
posed. In other cases where an agent’s 
residence is not used for business pur- 
poses, the association has taken the 
view that a business tax is not properly 








life of our Company. 
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“Good Company’’ down through the years 
makes each succeeding anniversary one of increas- 
ing pleasure and importance in our lives. 

p 


This month we are celebrating our sixty-second 
birthday. And—as we add one more chapter to 
our history—we are especially aware of the ‘’good 
company” of a loyal, conscientious Field Organ- 
ization whose loyalty and conscientious coopera- 
tion continue to play such an important part in the 
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leviable. 

There are now 58 companies in the 
association, an increase of four. 

Life companies in Canada aren’t pre- 
pared now to finance a university train- 
ing course for agents, said Russell J. 
Wood, Imperial Life. The association 
learned after investigation that the ini- 
tial cost would be between $25,000 and 
$28,000. Further study revealed that it 
would be futile to inaugurate a course 
on a short-term basis and that compa- 
nies would have to lend their support 
year in and year out if the project was 
to be a success. 


Manufacturers Life Names 
Broadbent at Vancouver 


Manufacturers Life has appointed J. 
Alan Broadbent as Vancouver manager, 
effective July 1. He 


succeeds James 
Sherratt, manager 
there since 1932, 


who becomes con- 
sulting manager. 

Mr. Broadbent, a 
graduate of Queen’s 
University, was in 
advertising and in- 
vestment banking 
before joining Man- 
ufacturers Life in 
1932 as an agent in 
Toronto. In 1937 
he went into the 3 
agency department ¢ 
to help in developing United States busi- 
ness, becoming agency superintendent 
in 1944. A graduate of the L.I.A.M.A. 
school, he served for two years as a 
member of the agency officers advisor 
committee of the old Sales Researc 
Bureau and is widely known in the 
United States. 

Mr. Sherratt had 17 years of banking 
experience béfore joining Manufacturers 
in Victoria in 1923. He was made Van- 
couver Island manager in 1927 and in 
1932 manager at Vancouver. 


Grand Rapids C.L.U. Elects 


H. Leonard Fox has been elected 
president of the Grand Rapids C.L.U. 
chapter, succeeding Fred A. Lamb. 
Vice-president is Clifford A. Seys; sec- 
retary, J. Leslie Livingston. Joseph De 
Boer of the department of internal rev- 
enue local office, discussed insurance 
phases of the 1948 revenue act. 


Agents Now Will Need to 
Know More About Wills 


NEW YORK—Because of the mari- 
tal deduction granted by the new federal 
estate tax, agents are going to see more 
wills in the next six months than the 
ever have before, Robert M. Po | 
vice-president of Central Hanover Bank 
& Trust Co., New York City, told the 
New York C.L.U. chapter. Conse- 
quently, they should be on_ guard 
against those deficiencies in wills that 
may cost the beneficiaries money. 

Such deficiencies include a provision 
stating only that “everything I have I 
leave in trust for my dear wife,” which 
means that personal belongings that 
should logically go to a wife or children 
must be sold by the trustee; omission 
of a provision permitting the trustee to 
retain the testator’s well selected se- 
curities, since these might not be on the 
state legal list; failure to state affirma- 
tively where the burden of taxes is to 
fall, which means that legatees will be 
penalized; failure to include a provision 
covering expense of delivering small 
items to legatees, since otherwise the 
legatee must be asked to advance funds 
to cover insurance, storage charges, 
transportation and other incidentals. 


Franklin Names Himelick 

Lee D. Mimelick has been appointed 
district manager in Elwood, Ind., for 
Franklin Life. 

Ralph W. Lyons, formerly home office 
field training instructor for Metropolitan 
Life has been named special represen- 
tative in South Bend for Franklin Life. 





A. Broadbent 





New Directors 








Cc. O. Fischer 


Cc. F. Robbins 


The election of Chester O. Fischer 
agency vice-president of Massachusetts 
Mutual Life, and President C. F. Rob- 
bins of A. G. Spalding & Bros. as di- 
rectors of the life company brings to 
its board two men who are well equipped 
to make valuable contributions to its 
deliberations. 

The sole agency department executive 
on the directorate, Mr. Fischer has a 
long record of service in various capaci- 
ties with L.I.A.M.A., American College, 
National Assn. of Life Underwriters, 
and local and state general agent and 
agent organizations. He received his 
law degree from the University of IIli- 
nois in 1912 and practiced law in Peoria 
for two years before joining Massachu- 
setts Mutual. 

Mr. Robbins has served Spalding’s 
successively as credit manager, store 
manager, assistant treasurer, and vice- 
president before becoming president in 
1933. The firm’s successful operation is 
attributed largely to his able leadership. 
Born in Indianapolis, Mr. Robbins grad- 
uated from Yale in 1907. He engaged in 
stock brokerage in New York, phosphate 
mining in Florida, and manufacturing 
in New York until 1915 when he joined 
Spalding’s. 


Ohio Nat'l Wins Another 
Round on Mutualization 


CINCINNATI—Ohio National was 
upheld on all points in the stockholders 
suit instituted by Harold Knecht and 
R. L. Struble, Cincinnati attorneys and 
the owners of 69 shares of stock, by the 
Hamilton county court of appeals. The 
court said that no fraud was involved 
in the company’s mutualization program 
and that stockholders had been given 
every opportunity to have‘their view- 
point heard. Directors gave all the nec- 
essary information regarding the value 
of the stock, set at $40 a share. 

The court held the allegation that the 
program was premature had no merit. 
It rejected the allegation that the stock- 
holders cast the deciding vote when the 
issue should have been decided by the 
members of the voting trust. It stated 
that the securities and exchange act 
_ no application to the mutualization 
plan. 

The decision upheld a similar decision 
handed down by the common pleas 
court in 1942. The plaintiff has 20 days 
to appeal to the state supreme court. 
Otherwise, if there is no appeal, the 
company may carry out its program, 
subject to approval by the Ohio de- 
partment. There are 82,580 shares of 
stock outstanding with a par of $10. 








Leslie Drive Winners Rewarded 


Production leaders in the silver an- 
niversary contest of the Harold D. Leslie 
agency of Northwesiern National Life 
were awarded prizes at the closing ban- 
quet of the agency in Yosemite National 
Park. Those winning were Herman J. 
Wulfsberg, Jr., Long Beach; L. L. Pe 
terson, Fullerton; Robert Riggs, Santa 
Monica, and Bert E. Williams and Sam 
Rose of Los Angeles. 





Leaders in the field rely on the Accl- 
dent and Health Policy Analysis Service. 
Write The A. & H. Bulletins, 420 BE. 4th 
St., Cincinnati 2, Ohio. 
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Parkinson Sees 3% Yield 
for Equitable in 1948 


The average interest yield of Equit- 
able Society this year will be a shade 
better than 3%, 
President T. I. 
Parkinson made 
bold to predict in 
addressing the 
great Par for Park- 
inson luncheon at 
Chicago, Monday, 
covering the north 
central and south 
central regions. 
The interest yield 





on all assets in 
1947 was 2.59%, 
which Mr. Parkin- 


son said was too 
: little. However, he 
declared, Equitable had been remaining 
with heavy commitments in short term 


7. I. Parkinson 


securities so as to be able to take ad- 


vantage of a rise in interest yield. 

The return on new investments that 
have been made so far this year is 3.1%. 
During the same period last year, new 
commitments brought but 2.48% return 
and that, he said, was the bottom of the 
low interest rate trend. 

Mr. Parkinson remarked that 1% on 
all assets is $47 million per year and 
that is $5 million more than last year’s 
dividends to ordinary policyholders. 


Asset Transactions Profitable 


In recent years, Mr. Parkinson said, 
Equitable has supplemented its lower 
earnings by great profits in asset trans- 
actions. These profits totaled about $150 
million and they have been applied to 
increase the reserves, so that “we could 
get on with lower interest rates.” Giv- 
ing effect to such increased reserves, 
Equitable now requires 2.7% investment 
earnings to cover what he said might 
be termed the fixed charges. 

Equitable, he said, has pursued an in- 

dividualistic course in investment pol- 
icy that has borne fruit. For instance, 
Equitable went into public utilities in 
1935 when that was not a popular field 
for insurance. When everyone was leav- 
ing the railroads in 1938 and_ 1939, 
Equitable went into that market. Equit- 
able went into governments heavily be- 
fore the war and kept on the 2% inter- 
mediate bonds instead of the 2%% 
longer term obligations. Later Equit- 
able went out of public utilities when 
the interest yield on utilities went down. 
“We let them pay us off,” he said. Just 
recently Equitable went back into the 
public utility field when they were bor- 
rowing at 314%. 
_ Mr. Parkinson spoke highly of the 
investment department of Equitable and 
said that the only thing a man has a 
tight to boast of is his organization. 
Equitable’s aim, he said, is to make good 
on its promises at the lowest possible 
net cost to its clients. 


Walter Gottschall Presides 


Walter Gottschall of Chicago, director 
of agencies of Equitable, presided and 
the announcement about the results na- 
tionally in the Par for Parkinson cam- 
Paign that ran from April 1 to May 5 
were made by Vice-president Vincent S. 
Welch. The total volume was $214,636,- 
182 of which 92% was ordinary and 
8% group; the number of lives insured 
was 40,190, total agents participating 
5,523 and total number of “par” agents 
3,324 which was the largest number in 
any such campaign. 

Mr. Welch reviewed the ordinary paid 
Production for the past six months 
which totaled $409 million. In Novem- 
ber the figure was $72 million, Decem- 
ber $110, January $83, February $46, 
March $45 and April $52 million. 

Mr. Gottschall presented Sterling 
Morton, chairman of Morton Salt Co., 
and a director of Equitable, who was at 
the head table. Harold Rossmann, di- 
rector of agencies of the south central 
department, introduced L. W. Klingman 
of Dallas, who is president of the south 


asa aad 


central department managers group, say- 
ing that Mr. Klingman’s agency had the 
largest percentage of production over 
quota of any unit in the south central 
division. 

_Mr. Klingman reviewed the results of 
his division and special recognition was 
given to Mike Minarik of Omaha, who 
was the “Par Excellence” agent of the 
department. 


Fitzhugh Traylor of Indianapolis, 
head of the North Central General 
Agents ‘Assn., reviewed the results of 
his territory and gave special recogni- 
tion to J. E. Hicks of the W._V. Woody 
agency, Chicago, the “Par Excellence” 
agent. 

Mr. Gottschall announced that Frank 
Kroeger, Jr., unit manager at Decatur, 
Ill., received the award of the Equitable 
Old Guard. He looks after 20 counties 
and in 1947 had 44 agents of whom 26 
were club members. 

Mr. Parkinson in his address, declared 
that in the old TNEC days, there was 
current a lot of silly nonsense as to gOv- 
ernmental, economic and political ques- 


tions. There was a theory that the U. S. 
had become a mature economy, that its 
growth was finished, that there were no 
more frontiers, there was over-saving, 
too much productive capacity and that 
we should spend for a rainy day. 

In the TNEC investigation the gov- 
ernment tried to prove that General 
Motors and General Electric could 
finance themselves out of their own net 
earnings. The aim was to put the 
brakes on life insurance so that there 
would not be an increase in savings. It 
was unbelievable that people listened 
to all this, Mr. Parkinson said. 

Last year General Motors borrowed 

_ (CONTINUED ON PAGE 23) 
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Furnished Free 


Now Licensed in Following States—Willing to Apply in More 


Alabama 
Arizona 

Colorado 
Michigan 


Write—tell us what you want—lIf we don't have it we will try to get it for you. 
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or a Large General Agency 


WHAT DO YOU WANT? 
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Florida 
Georgia 
Illinois 
Indiana 


5. VESTED | 
RENEWALS 


6. CLEAN CUT 


Policies For 
Senior Ages 


7. HOME OFFICE 


Aids that Really 
Aid You 


8. LIFE INSURANCE 


In Attractive Forms-- 
easy for Accident and 
Health Men to 

Understand and Sell 


Kansas 
Louisiana 
Missouri 
Wisconsin 





"Best Hospital Policies Put Out by Any Company" . . . our agents tell us time and time 
again... And they are making money selling them, which proves their value better than 


anything we could say. 


George Rogers Clark 
Mutual 
Casualty Company 
127 N. Wyman 
Rockford, Illinois 





All Replies Considered Confidential 


Robt. W. Nauert 
President & General Manager 


Personal 
Indemnity Company 
231 W. Wisconsin 


Milwaukee 3, Wisconsin 


Pioneer 
Life Insurance Co. 


127 N. Wyman 
Rockford, Illinois 
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K. C. Congress 


A record attendance of more than 
400 took in the annual sales congress 
and business meeting of the Kansas Life 
Underwriters Assn. at Hutchinson. 

Rex Lear, Farmers Life of Iowa, was 
advanced to president at the business 
meeting. Clyde O. Braden, Equitable 
Society, Independence, succeeds as first 
vice-president: Don M. Mitchell, New 
York Life, Wichita, a past president of 
the Wichita association, was named 
second vice-president, and Keith Hayes, 
Mutual Life, Hutchinson, was elected 
third vice-president. Harold Lunsford, 
Farmers & Bankers, Emporia, continues 
as national committeeman. The new 
officers take over July 1. Louis R. Smith, 
Equitable Society, Topeka, is retiring 


president. A delegation of nearly 50 
attended from Topeka. 
Wichita was selected for the 1949 


meeting and sales congress to be held in 
May. 

Opening the sessions was a luncheon 
of the Kansas Leaders Round Table. 
Eighty qualified members were an- 
nounced, an increase from 45 last year. 
Speaker was Grant Taggart, California- 
Western States Life, Cowley, Wyo., 
who also appeared on the sales congress 
program the next afternoon. 

The first evening there was a general 
agents and managers dinner at which 
Great American Life of Hutchinson 
was host. Kansas Commissioner Frank 
Sullivan spoke briefly and L. Mortimer 
Buckley, New England Mutual, Dallas, 
discussed the duties and responsibilities 
of general agents and managers. 

Speakers at the sales congress were 
Rev. F. W. Condit, Parsons; Mr. Buck- 
ley; Glenn Drake, Chicago, of Glenn 
Drake Schools for Personality Develop- 
ment; Mr. Taggart, and W. R. Jenkins, 
vice-president Northwestern National. 

Rev. Condit, an honorary life member 
of the Kansas association, speaking on 


“What My Life Insurance Means to 
Me,” outlined the development of his 
personal. life program. Mortimer 
Buckley took up his popular subject, 
“The House of Buckley,” in which he 
talks to the young men in.the business, 
impressing them with the importance of 
life insurance and giving them examples 
of the value of time control. 

Mr. Drake emphasized four points of 
salesmanship: Appearance, vocabulary, 
voice quality, and attitude, giving im- 
personations to demonstrate his points. 

Mr. Taggart commented that the 
small policies have built life insurance. 
He said that the older men need to 
take more interest in developing young- 
er men in the business. 


Jenkins Reviews Over-Recruiting 


Lack of market information with re- 
spect to life insurance has in the past 
led to over-recruiting in the business 
rather than additions to manpower in 
accordance with a sound appraisal of 
the current market, based on economic 
factors, Mr. Jenkins said in his talk, 
“During the 1930's companies recruited 
perhaps 40,000 men a year, yet after 
eight or nine years they had about 30% 
fewer going and solvent agents than 
they had at the start,” he declared. 
“There is no surer way to impoverish 
a group of solvent agents than to add 
too many more agents to their market.” 

Northwestern National, he pointed 
out, after the war, when recruiting had 
jumped to new highs, cut its recruiting 
60% below its prewar level, then at the 
beginning of 1947 reduced that figure 
by another 25%. While long range re- 
sults of this policy are not yet determin- 
able, he said that at the end of the first 
quarter of this year the company’s new 
business was running ahead of that of 
the industry as a whole, as it consist- 
ently has ever since the program was 
started. 

The Los Angeles Life Supervisors 
Assn. has postponed its cruise to Cata- 
lina to June 8. 
































insuring public. 


Equitable Life of Iowa 


Founded in 1867 in Des Moines 








Eighty-one ‘years have passed since February 9, 1867, 
when the Equitable Life of Iowa issued its first policy. 

During the intervening decades, the company and 
its field representatives have served well and faithfully 
the essential life insurance needs of policyholders and 
prospects. ‘The company’s sound, progressive manage- 
ment, and the able and conscientious efforts of its field 
force, have contributed to the ever increasing prestige 
of Life Insurance as an institution. 

In the days to come, the Equitable of Iowa pledges 
a strict and continuing adherance to the spirit of trustee- 
ship. which has dominated its every transaction with the 





Benner Scouts Risk 
of More Inflation 


While not forecasting any drastic 
price decline or severe business reces- 
sion, Vice-president 
Claude L. Benner 
of Continental 
American Life, 
strongly urged the 
Indiana Bankers 
Assn. at its meeting 
in Indianapolis not 
to conduct their 
business in the days 
ahead with an ex- 
pectation of  fur- 
ther material in- 
creases in prices or 
long continuation 
of the present busi- 
ness boom. 

“We are approaching the end of that 
road, in my opinion, and now is the time 
to see if your brakes are in order,” he 
said, 

Mr. Benner conceded the existence of 
three inflationary factors: the recent 
federal tax reduction of approximately 
$4.5 billion, enactment of the Marshall 
plan for giving away products amount- 
ing to approximately $5.5 billion, and 
the rearmament program, which is al- 
ready calling for an additional $3 billion 
for the coming year and may well call 
for more later on. He said that without 
minimizing these it is possible to find 
powerful offsetting forces working for 
stability or even lower prices and de- 
flation but it would probably be a mis- 
take to expect these forces to show 
their full effect “before the first Tues- 
day following the first Monday of No- 
vember.” 

Mr. Benner said the country has not 
begun to see, in increased production, 
the full effects of the plant expansion 
which has taken place since the war’s 
end. He cited a McGraw-Hill survey 
showing that by the end of 1947 Amer- 
ican manufacturers had completed about 
64% of their estimated post-war expan- 
sion programs dnd by the end of 1948 
would have completed 85%. He pointed 
out that it is unlikely that capital ex- 
penditures will continue as high in 1949 
and 1950 as in 1947 and 1948. Moreover, 
when this productive capacity is com- 
pleted it will be about 52% greater than 
it was before the war. He pointed out 
that it is frequently overlooked that 
capital expansion, when it is going on, 
makes for higher prices at least tem- 
porarily but after the facilities begin 
producing consumer goods the effect is 


deflationary. 


Awards Made to Attorneys 
in Ill. Bankers Case 


Vernon Loucks and Malcolm McKer- 
cher, Chicago attorneys, have been 
awarded one-third of the capital stock 
of Illinois, Bankers Life as their com- 
pensation for successfully prosecuting 
the action against the estates of the 
former owners of the company. The 
outcome of that litigation was a judg- 
ment whereunder the policyholders of 
the predecessor, Illinois Bankers Life 
Assn., the assessment company, are to 
receive one share of stock for each 
$1,000 of face amount of insurance that 
they held at that time. 

To accomplish the distribution of 
stock, the par value is being reduced 
to $1 a share and there will thus be 325,- 
000 shares. The Loucks-McKercher 
block consists of 97,500 shares. 

At Dec. 31, 1947 capital of Illinois 
Bankers was $325,000 and net surplus 
was $1,512,000 giving a total of $1,837,- 
000 policyholders surplus. This would 
indicate a book value of something less 
than $6 a share for the new $1 par value 
stock. Illinois Bankers at year end put 
up special reserves to take care of lia- 
bility in this suit consisting of $520,000 
for payments to the old policyholders 
and $180,000 for miscellaneous attor- 
neys’ fees that might be awarded. Ac- 
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tually, the attorneys’ and trustees’ fees 
totaled $240,000, but he difference wil] - 
come out of a special reserve of 
000 that exists. oom See 
Loucks-McKercher are to distribute 
the shares among some 20 lawyers that Off 
assisted them. The fees were awarded 
in a decision by three circuit court A 
judges at Chicago. Other awards jp. gt 
cluded $35,000 to Attorney Werner W 
Schroeder and to his lawyer, Robert Regi 
Freidlander. Mr. Schroeder acted as tract, 
guardian ad litem for the minor heirs | * et 
the estate of Hugh T. Martin, former — 
president of Illinois Bankers. sympa} 
tionshi 
What Others Receive on 
eral a 
Chicago City Bank & Trust Co., as | executi 
trustee, receives $20,000; Attorneys Wij. | ment, 
liam Kleinman and ‘Clarence Bassler | Guest, 
acting for an intervenor, get $40,000: dent al 
Maxfield Weisbrod, attorney for a pol. | State 
icyholder, gets $20,000 and the Chicago | told tl 
law firm of Poppenhusen, Johnston, | Society 
Thompson & Raymond, that represented | at its 
Illinois Bankers Life, receives $90,000, | New 7 
Also Mr. Loucks gets $9,660 for ex. | misund 
penses. has di 
The cash awards are to be paid from } to Te! 
a special dividend that is to be declared | S°™® ‘ 
on the Illinois Bankers stock before it | ‘lly. \ 
goes to the new policyholder and at- J Pension” 
torney owners. quite ¢ 
contrac 
reeset he thin 
Book on Financing _," 
Old Age Is Published ort 
“Financing Old Age” is the title of a Natu 
63-page book written by H. W. Stein- | portion 
haus, research assistant on the staff tinue t 
of President T. I. Parkinson of Equi- ] proper 
table Society. It is published by the | heavily 
National Industrial Conference Board, | the car 
It covers population trends in the United } to be t 
States, statistics on old-age dependency, | pension 
and the roles of social insurance, goy- | vested 
ernment incentives and insurance and : 
annuities. Keeping 
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 provem« 
EVERYTHING Mo 
entirely 
Behind the Dotted Line with a dustry i 
Life Insurance Agent small n 
‘more st 
By HUBBARD HOOVER [iy 2:2". 
al . . 
A behind-the-scenes story oo 
of the insurance business “same cc 
—the men who sell it and because 
the people who buy it. “tion aga 
Written by a former life Pand fin: 
insurance agent who ‘portant 
started selling in the get- Pnot plac 
rich-quick 20’s and sold Bdamenta 


through the depression 
and World War II, AN 
ANSWER FOR 
EVERYTHING is de- 
signed for entertainment, 
but luckily has many 
valuable selling tips any 
salesman can use profit- 
ably. 


$3.00 at all bookstores, or 
order a copy direct from 


WHITTLESEY HOUSE 
The McGraw-Hill Book Co. 
330 W. 42nd St., New York 18, N. Y. 
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distribute ff eS Cc La age 65 and who otherwse qualified so as 
ry to make the examination a valid com- NAIC S 
Saar 0 ering hoice of parision. Between 1940 aan egy pe : on tudy of 
i year commissions increase vy almos 
warde it Agency Contracts 200%, and renewal commissions by Gain-Loss Exhibit 
Verner W about 70%, for a combined increase of - ? aa 
t, Rober Regardless of the type of agency con- approximately 120%. resolution was adopted by the Life 
acted . tract, the outstanding problem has been, it eae Insurance ier <" Aone at its ae 
: 48]; now, and will meeting in New York ‘City stating that 
Inor heirs ene to be the Launch New Ind. Company the organization is prepared to cooperate 
in, former sympathetic rela- Midwestern United Life of Fort with the National Assn. of Insurance 
tionship ‘between Wayne, Ind., has been incorporated un- Commissioners and the American Life 
managers or gen- der the Indiana reserve deposit law. In- Convention in a study from both pol- 
eral agents and corporators are: Phillip J. Schwanz, who _ icy and technical angles of the questions 
st Co., as | executive manage- has been agency director of Standard involved in revising the gain and loss 
neys Wij- | ment, Richard C. Life at Rochester, Ind.; John Havirilla, exhibit in the annual statement. About 
> Bassler, | Guest, vice - presi- president First Federal Savings & Loan 100 executives were at the meeting at 
t $40,000: dent and actuary of Assn., Gary, Ind.; Emmet E. Smith, which Leroy A. Lincoln, president, Met- 
for a pol. | State Mutual Life, general insurance agent, Winchester, ropolitan, presided. ¢ 
e Chicago | told the Actuarial Ind.; B. W. Hartman, certified public , Committee heads reported on their ac- 
Johnston, | Society of America accountant, Fort Wayne; S. D. Fletcher, tivities during the past year. A_ grant 
presented | at its. meeting in president of Patterson & Fletcher, Fort ©! $5,000 has been made to the Univer- 
s $90,000, | New York. Some Wayne. Mr. Schwanz will serve as Sity of Chicago as part of the cost of 
0 for ex. | misunderstan ding R. C. Guest president until organization is com- 2 study on atomic energy, 
has developed as ‘ pleted. Guaranty Income Life of Baton Rouge 
paid from | 0 revision in agents’ contracts, he said. Oe was elected a member. 
e declared | Some companies have continued _ “se Hanson Named at Fargo : . 
before it fully vested contracts with moderate , . j Hear Public Relations Talk 
and at. | pension provisions. Many have made Pioneer Mutual Life of Fargo, N. D., P nig : : 
a quite complete revisions to career type has appointed H. Edward Hanson gen- K. W. Van Gundy of the public re- 
contracts. In these revisions there is, eral agent for Fargo. He was formerly. lations division of Pacific Gas & Electric 
he thinks, no company contract which with Standard Oil of Indiana as a addressed the San _ Francisco’ Life 
does not contemplate paying in the long director and general manager of sales. Agency Cashiers Assn. on how to deal 
run a higher distribution cost through 
commissions and_ various benefits to 
agents then existed prior to the changes. 
title of a Naturally, he said, where a large pro- 
W. Stein- portion of the renewal commissions con- 
the staff J tinue to be vested it is more or less 
of Equi- | proper that the pension should be less 
d by the | heavily vested. On the other hand, in 
-e Board, | the career type contract the trend seems 
he United | to be toward a stronger vesting of the 
pendency, | pension benefits simultaneously with less = 
nce, goy- | vested renewals. 
ance Keeping Within Reasonable Costs 
$$ These new type contracts involving 
as they do heavier immediate outlay and 
contributions through salaries to new 
agents, pension, group coverage, serv- 
ice fees and frequently larger earlier 
renewals tend to accentuate the prob- 
lem of keeping within reasonable costs 
in the immediate future. It will be years 
before it is known what proportion of 
the additional commitments may be off- 
set by such things as the non-vesting of 























commissions. It is not contemplated 
that this feature in the new contracts 
would cover more than a portion of 
the added commitments. Moreover, 
as selection processes become more ef- 
fective it is to be expected that on the 
average more persistent agents will be 


inducted into the business which im- 
provement will tend to increase the 
commission cost. This, of course, is an 


entirely satisfactory result since the in- 
dustry is trying for representation by a 
small number of more highly trained, 
More successful and more highly paid 
agents. 

Mr. Guest considers it unwise to pro- 
vide choice between career type con- 
‘tracts and the old vested type in the 
‘Same company or in the same agency 
“because of the danger of sharp selec- 
“tion against the company on health, age 
‘and financial implications. Most im- 
portant, however, if the new agents are 
4 
"not placed on a career contract the fun- 
| damental problem which the industry 
Fconfronted in 1930, remains unsolved. 
“Many of the best agents might choose 
the non-career type contract and then 
tun into tough sledding when they be- 
"come inactive in their old age. 


Salary Plans 


A number of companies have experi- 
Nce with salary plans, particularly for 
new agents. It appears that these plans 
te workable provided the supervision, 
training, selection and budgeting of the 
Mnherent cost is vigorously and_thor- 
Oughly handled and the incentives to 
Managers and general agents are such 
that they are encouraged to give the 
time and care to see the venture through, 
Phe said. 

» A. A. Rydgren, president Continental 
American, gave figures on incomes of 
full-time active agents who were with 
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with the public. He pil out that 
the customer is interested in himself as 
being the most important person at the 
time, having the most important prob- 
lem, and is interested in what the of- 
fice can do for him and not what it can- 
not do. He advised being considerate 
of people’s feelings and making the cus- 
tomer feel that he is important. Cus- 
tomers should be handled according to 
their emotional makeup. Some might 
be thrown off ‘balance and easily dis- 
turbed while others require a forceful 
approach. The customer should not be 
judged by outward appearancs, which 
are sometimes misleading. 


Loan Co. Head Sues for 
Tenn. Life Agent License 
NASHVILLE—E. I. Douglass, presi- 





dent of National Savings & Loan Corp. 
and an agent for American .Life of Bir- 
mingham, has sued Commissioner Mc- 
Cormack for refusing to renew his li- 
cense to sell insurance. Commissioner 
McCormack’s answer is expected to 


show that license was denied on the 
ground that insurance sold by Mr. 
Douglass is required before his firm 


will grant a loan and that the insurance 
premium is actually an added interest 
element in the loan. 
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OF AMERICA 


If Dad should pass away be- 
fore they grow up, Mother 
may be eligible for Social Se- 
But when the 
children are older, those ben- 


curity Benefits. 


efits stop — and won't begin 
again until she reaches age 


65. How will she get along 


during this “in-between” pe- 


riod? 


Prudential Representatives 
have the answer in their Tem- 
porary Income policy. It 
bridges the gap with an in- 
come that starts at the death 
of the insured and continues 


until the beneficiary is age 65. 
The cost is surprisingly low— 


and dividends have been most 
attractive. 


« NEWARK, N. J. 
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Expense Limit Effect on Retroactive 
Pay Boost Left to N. Y. State Court 


NEW YORK—The case of Paris and 
others against Metropolitan Life, involv- 
ing the payment of retroactive commis- 
sions under a war labor board decision, 
has been returned by the federal circuit 
court to the district court, which was 
directed to retain the case pending de- 
termination of proceedings “to be 
brought with reasonable promptness” in 
the New York supreme court. The cir- 
cuit court stated that the state court 
should be allowed to construe its own 
law. The law involved is New York’s 
expense limitation on life business. 

The agents of Metropolitan involved, 
working in New York, New Jersey, 
Pennsylvania, Michigan, Massachusetts, 
Connecticut and Illinois, were members 
of the C.I.O. industrial agents union. 
They asked for higher compensation 
and some other things. The cases were 
certified to the national war labor board 
and ultimately were consolidated by the 
order of the board. 

Metropolitan’s Position 

During the proceedings Metropolitan 
took the position it would be unable to 
comply with any decision of the board 
which might award retroactive increased 
pay because of the provisions of sections 
213 (7) and 213-a (5) of the New York 
insurance law. 

In the interim, Metropolitan and the 
agents agreed through counsel that Met- 
ropolitan would deposit in escrow whai- 
ever money might be ordered by the 
board as retr oactive pay in the disputes, 
subject to a determination by the courts 


as to Metropolitan’s ability to pay in 
view of the New York law. 
On Sept. 78, 1944, the labor board 


awarded $2.85 per week increased pay, 
retroactive to the date of certification of 
the disputes. The amount involved 
stands at $792,318. 

District Court Decision 

The federal district court held that the 
New York insurance law did not forbid 
retroactive payments and that even if it 
did so the payments ordered by the la- 
bor board under the federal war labor 
disputes act superseded the state enact- 
ments and rendered them inoperative. 
Hence its decision in favor of the 
agents. 

The upper court states it is not dis- 
posed ta discuss either the issue of the 
proper interpretation of the state act or 
the merits of the “somewhat delicate 
question of possible conflict between 
United States and state laws which 
might be involved in the litigation.” It 
pointed out that it could not bind the 


state if it held that retroactive payments 
were permitted under state law, since 
the state is not a party to the present 
suit, though the New York attorney gen- 
eral did file as a friend of the court, ar- 
guing that the New York insurance law 
does prohibit such retroactive payments. 
High Court’s Opinion 

The circuit court stated that if it held 
the payments valid it would leave Met- 
ropolitan subject to criminal penalties 
the state might impose if the state court 
did not accept the circuit court’s views. 
If it held the payments forbidden by 
state act it would then have to deter- 
mine the validity of those provisions as 
regards the respective areas of federal 
and state powers. 

“If we should pass upon the question 
of statutory construction now. in the ab- 
sence of any authoritative interpretation 
by the state, our decision might embar- 
rass state authorities in exercising im- 
portant functions in regulating insur- 
ance. On the other hand, a decision by 
the state court as to the meaning of 
the statute will be binding upon the 
parties and may obviate any necessity of 
determining constitutional questions 
which are present.” 


Prudential Issues More 
Policies at Age 0 in N.Y. 


Prudential has announced that the 
20-year endowment and endowment at 
age 18 policies, in addition to life paid-up 
at 65 and 20 payment life, may now be 
issued in New York at age 0. While 
extended insurance is provided under 
these policies at age 0 after premiums 
have been paid for three months, no 
cash surrender or reduced paid-up values 
are available until premiums have been 
paid for two full years. Preliminary 
term insurance will no longer be avail- 
able at this age. Annual premiums, 
which include premium waiver disabil- 
ity benefit effective at age 5, are: 20 
year endowment, $49.88; endowment at 
age 18, $55.85. 


S. F. Leads West Coast in 
“Par for Parkinson” Drive 


The San Francisco agency of Equit- 
able Society submitted $4,437,760 of or- 
dinary written business on 621 lives, 
taking top agency honors in the western 
states in the “Par for Parkinson” cam- 
paign. The agency had 52 “par” agents 
writing five or more applications for a 














Lighthouses at Cape Henry, Virginia — 
the old one being first established by the 
United States Government on the Atlantic 
Seaboard. 
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total of $10,000 volume. N. J. Toth led 
the agency with $379,000 volume on 21% 
lives, during April, the campaign month. 
The M. R. Riskin unit was the leading 
unit. On May 25 President T. I. Parkin- 
son will preside over the annual “Par 
for Parkinson” breakfast at the Ambas- 
sador hotel in Los Angeles with the 
“par excellence” agents of the entire 
west coast as guests. He will speak at 
a luncheon in the same day at which 
these leaders will be guests, along with 
leaders of various agencies in the west- 
ern States. 


Industrial Insurers Told That 
High Sales Wili Continue 


The fact that civilian goods have been 
back in full production for a consider- 
able time and competition for every con- 
sumer dollar has heavily increased, the 
people are continuing their savings and 
purchase of the economic protection of 
life insurance, Holgar J. Johnson, presi- 
dent of Institute of Life Insurance, de- 
clared at the meeting of Industrial In- 
surers Conference at Savannah. He said 
the high level of life insurance purchases 
will probably continue on an even more 
intensified basis under high taxes and 
other economic pressures which sharply 
narrow the means of savings and estab- 
lishing funds for future use. “Life in- 
surance has become the basic medium 
for this today for persons in all walks 
of life and at all income levels,” he de- 
clared. “The high standard of living 
and the high level of family financial se- 
curity enjoyed today in the United 
States constitutes our greatest weapon 
for the safeguarding of democracy.” 





Doctor-Critic of Life 
Insurance Heard Again 


Dr. Salvatore Lucia, professor of pre- 
ventive medicine at the University of 
California, spoke at a dinner meeting of 
San Francisco Quarter Million Round 
Table. ‘His criticism of life insurance a 
few months ago caused a furore in the 
business, resulting in numerous protests 
oer filed with the university and N.A. 


Dr. Lucia apparently has modified 
some of his ideas, but he said the publi- 
city given his talk before the American 
Heart Society, San Francisco chapter, 
did not include all of his statements or 
his qualifying remarks. He said he knew 
the life companies had contributed to 
research efforts along these lines but in- 
dicated he did not entirely agree on the 
methods used. He also indicated that 
the life companies should not be spend- 
ing money for this purpose although 
he said that adequate financing is needed 
for preventive activities. He believes 
this can be done through social security. 

He did repeat some of his previous 
criticisms that life insurance is a 
gamble, that the average layman needs 
a legal adviser in buying a policy; that 
society takes a chance. But he also said 
it has accomplished many great things 
along conservation lines. 

Leslie Stewart of the trust department 
otf Wells Fargo Bank discussed trusts, 
life insurance funds, some new angles 
of taxation and allied subjects. 


Peoria Seminar Draws 154 


The estate planning seminar sponsored 
by the Peoria C.L.U. drew an attendance 
of 154, about 25% being trust officers 
and lawyers. Decatur, Champaign, Dan- 
ville, Springfield, Bloomington, Gales- 
burg, Rockford, Elgin, Joliet, Ottawa 
and La Salle and quite a few smaller 
Illinois towns were represented. 

C. T. Wardwell, general agent of 
Connecticut Mutual, was general chair- 
man. 

R. R. Girk, Indianapolis lawyer, con- 
ducted the seminar using an actual case 
history of a $250,000 estate and showing 
its progress through various phases of 
the estate planning process. 





Robert S. Albritton, Provident Mu- 
tual, Los Angeles, has qualified for the 
Million Dollar Round Table. 


Conn. Mutual Opens 
Fourth Tex. Agency 


Connecticut Mutual is opening an 
agency in Fort Worth June 1 with Tom 
N. Moody, who has 


been manager at 
San Antonio for 
Amicable Life for 
the last seven 
years, as general 
agent. It will be 
the company’s 


fourth Texas agen- 
cy. Since 1933 Con- 
necticut Mutual 
has had a district 
office at Fort 
Worth under the 
Dallas agency. 
Mr. Moody en- 
tered life insurance 
in Fort Worth 15 years ago. He is past 
president of the Texas Life Under- 
writers Assn. and of the San Antonio 
Life Managers’ Club. His agency led 
his company in five out of the seven 
years he was manager. Mr. Moody at- 
tended Texas A. & M. Connecticut Mu- 
tual entered Texas 15 years ago, its 
other agencies being at Dallas, Houston 
and San Antonio. They have more than 
$80 million in force. 


Noyes Addresses L.A.A. 
Keystone Group at Phila. 


C. Russell Noyes, Phoenix Mutual, 
president of the Life Advertisers Assn. 
was guest of honor at the L.A.A. Key- 
stone Group’s May meeting in Philadel- 
phia. Mr. Noyes outlined the projects 
the association plans for the remainder 
of the year and briefly reviewed the 
work accomplished thus far during 1948, 

For the benefit of members who had 
not atended the public relations forum 
held jointly by the L.A.A. and Institute 
of Life Insurance, Nelson A. White, 
Provident Mutual, and Grace M. Kean, 
Penn Mutual, summarized what had 
been said. 


W. E. Smith Gen’l Manager 

W. E. Smith, who has been with 
Commercial Life of Toronto for 27 
years and its leading producer for 17 
years, has been appointed general man- 
ager. M. R. Soars becomes superintend- 
ent of the monthly division. 





T. N. Moody 








FLUORESCENT HIGHLIGHT 





Presentation of the 206,500,005th fluores- 
cent lamp to George Willard Smith (left), 
president of the New England Mutual, 
highlighted the tenth anniversary of Gen 
eral Flectric’s new light source. In mak- 
ing the presentation, C. M. Snyder, Boston 
manager of the General Electric lamp 
partment, said that New England Mutual 
was a pioneer in experimenting with this 
form of lighting and the home office is one 
of the few large buildings to be lighted 
100% fluorescently. 
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W. T. Craig Heads 
Ohio Association 


W. Thomas Craig, general agent 
Aetna Life, Cincinnati, was elected pres- 
jdent of the Ohio Life Underwriters 
Assn. at its annual meeting in Cleve- 
land. Vice-presidents representing five 
regions are: John W. Lenhart, Great- 
West Life, Cleveland; Russ _ Cahall; 
Western & Southern; R. K. Zimmer, 
Penn Mutual, Columbus; F. P. White, 
Aetna Life, East Liverpool; and C. E. 
Spencer, Penn Mutual, Toledo. 

A feature of the meeting was a trav- 
esty on home office operations put on 
by W. A. Beam, State Mutual; G. H. 
Plante, John Hancock; C. G. Scheid, 
New York Life; W. L. Normile, John 
Hancock; C. A. Loomis, Mutual Bene- 
fit; H. S. Easton, Home Life; W. R. 
Thorley, Reliance Life; C. W. Oetting, 
Lincoln National; Marilyn Kremers, 
secretary to President L. H. Feder of 
the Ohio association, and Thelma Rud- 
gers, executive secretary of the Cleve- 
Jand association, all of Cleveland. 

W. Robert Moore, Provident Mutual, 
Decatur, Ill., concluded the morning 
session with a talk entitled “See ’Em 
and Reap.” Mr. Plante presided as 
convention chairman. 

At the luncheon session two unex- 
pected speakers were A. Gordon Nairn, 
executive vice-president of the Canadian 
Life Underwriters Assn. and Judd C. 
Benson, secretary National Assn. of 
Life Underwriters. They were in Cleve- 
land as speakers at an area management 
conference the previous day. Mr. Nairn 
gave several dialect stories and Mr. 
Benson talked on morale and motiva- 


tion. 

Russell L. Moore, Mutual Benefit 
Life, Lansing, stressed the point that 
emotion is the basis for sound selling 
and gave a sales demonstration using 
the audience as a prospect. 

W. W. Hartshorn, superintendent of 
agencies of Metropolitan Life, speaking 
on “Conversation with a Purpose,” 
showed with stories and anecdotes why 
analysis of the prospect’s particular 
needs is desirable. W. J. Nenner, Penn 
Mutual, Cleveland, presided at the after- 
noon session. 

That evening there was a ball hon- 
oring the retiring president, Lloyd H. 
Feder, manager Reliance Life, Cleve- 
land; President Jul B. Baumann of the 
National association, and Mr. Lenhart, 
the Cleveland association president. 





Prudential Canadian Agents | 


Attend Rally at Buffalo 


Speaking at a meeting at Buffalo at- | 


tended by 475 agents from ‘Canada, Har- 
old M. Stewart, executive vice-presi- 
dent of Prudential, said sales of group 
insurance in the first four months of 
1948 were well ahead of the same period 
a year ago. Overall life insurance sales 
are continuing about at the same level 
as a year ago but are under the 1946 
mark, which was “a banner year” for 
the industry, he said. 


Louis H. Schmidt, second vice-presi- | 


dent, and Orville E. Beal, vice-president 
in charge of the district agencies de- 
partment, discussed sales and _ service 
procedures for the coming year. 





Wessman New President 
of Chicago A. & H. Assn. 


Irving G. Wessman, assistant secre- 
tary of Loyalty group in the west, was 
elected president of Chicago Accident 
& Health Assn. at the annual meeting 
Tuesday. Vice-presidents are Harold L. 
Bredberg, National Service & Appraisal 
Co.; Joseph S. Burns, Employers Li- 
ability; John H. Campbell, Provident 
Life & Accident. Secretary, Miss Marie 
Meade, Health & Accident Underwriters 
Conference; treasurer, Ernest T. Luehr, 
Parker, Aleshire & Co. 


| 





The new officers will be installed at | 
the annual outing June 18 at Nordic | 


Hills Country Club. 


Jay De Young, Continental Casualty, | 
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retiring president, was indorsed for elec- 
tion on the National association execu- 
tive board at the annual meeting at 
Minneapolis next month and the dele- 
gates to that meeting were instructed to 
push Chicago’s candidacy for the 1950 
annual meeting. 

A new constitution, drafted by a 
committee headed by E. H. O’Connor, 
was adopted. Among other changes, it 
gives official recognition to the wo- 
men’s division as a unit of the associa- 
tion. 

Harold Bredberg, secretary and mem- 
bership chairman, reported that the 
association now has 174 paid members. 





De Haerne Joins Northern, 
Can., as Provincial Manager 


Fernand de Haerne, who has been 
Montreal manager of La Sauvegarde, 
has been appointed Quebec provincial 
manager for Northern Life of Canada. 
He is immediate past president of the 
Life Underwriters Assn. of Canada. 
After some years in banking he entered 
life insurance as an agent in 1927, later 
becoming a district manager and branch 
manager. He is a '‘C.L.U. and a gradu- 
ate of the L.I.A.M.A. school of manage- 
ment. He was an R.A.F. pilot in the 
first world war. 


Questions Roll In 
for N.Y. Town Forum 


Final arrangements have been com- 
pleted for the town meeting sponsored 
by the board of 
field underwriters 
of the New York 
City Life Under- 
writers Assn. at 
Town Hall, May 
27. An attendance 
of 1,000 is pre- 
dicted. L. J. Acker- 
man, dean of Uni- 
versity of Connec- 


ticut’s school of 
business adminis- 
tration, will be 
moderator. 


L. J. Ackerman 


Among the ques- 
tions received thus 
far and which the panel of industry ex- 
perts will be asked to answer are: If 
some companies can issue lifetime re- 
newals, why can’t all? Why do some 
companies permit their home office em- 
ployes to sell insurance? Why don’t 
the companies deal directly with the 
agent instead of routing all matters 
through the general agent or manager? 





In view of the fact that salaries gener- 
ally have been raised because of infla- 
tion why haven’t commissions been in- 
creased? 

Other questions deal with the pros 
and cons of social security for agents, 
mass selling, etc. Additional questions 
are rolling in each day and the interest 
of agents in the session has been gain- 
ing momentum since the meeting was 
announced. 


Start Nat'l Life Survey 


A four-man team from the O’Toole 
management engineering firm of New 
York City has arrived at the National 


_ Life of Vermont’s home office to make 


a several months’ survey as a result of 
a vote of the directors last October. 
Object is to make sure that National 
Life is operating with the most ap- 
proved and modern home office meth- 
ods. The O’Toole firm has conducted 
similar surveys for a number of other 
home offices. e 


Schmuck at Wilmington 


E. J. Schmuck, counsel of Acacia Mu- 
tual, will discuss the lawyer and the 
agent at the first joint meeting of law- 
yers and life agents at Wilmington, Del., 
May 26. 











To Provident Producers 


new prospect 


looks like 
this.... 





because he is really 3 prospects! 





PROVIDENT LIFE & ACCI 
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LIFE INSURANCE ® . 


. All modern forms 


of Guaranteed Rate Ordinary from birth to 


age 65. Substandard, Salary Savings, 
Annuities, and Non-Cancellable Disability 


combined with wide choice of Life plans. 


A. and H. INSURANCE®*. . Every form of 


Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE®*. . 
Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. Hospital 
Room and Board, Miscellaneous Hospital 


Issued on 


Extras, Surgeon’s Fees and Medical Care. 


* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 


DENT INSURANCE COMPANY 


CHATTANOOGA 
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Progress on the Mass-Coverage Front 


The recent 
coverage committees 
Assn. of Life Underwriters and L.I.A. 
M.A. seems to point to an eventual 
satisfactory solution of the knotty prob- 
lem of mass coverages. 

As the committees first took up their 
work, they were faced with three as- 
pects of the problem: research, discus- 
sion, and legislation. Since legislation 
often proves to be more of a straitjacket 
than a relief, the more research and dis- 
cussion preceding the legislative phase, 
the better the chance for the latter to 
accomplish what was desired without 
bringing in some dismaying extraneous 
result, 

On the research front, the question- 
naires, answered by companies having 
about one-half of the group business in 
force, have proved helpful and enlight- 
ening. There is good reason to believe 
that many of the companies that did not 
submit answers have filled in the ques- 


tionnaires for their own information 
and that the studies by ail companies 
stimulated by the questionnaires will 


bring about a complete reappraisal of 
the whole situation that is bound to be 
helpful to the insuring public, the com- 
panies and the agents. 

As for discussion, there has been par- 
ticipation by both the company repre- 
sentatives and the N.A.L.U. and by both 
groups with the life committee of the 


conference of the mass 
of the National 


National Assn. of Insurance Commis- 
sioners. This should not only result in 
better legislation but in an understand- 
ing of each side’s viewpoint by the 
others, without which legislation alone 
could be only partly effective. 

As to legislation, even as recently as 
six months ago it was not generally be- 
lieved that N.A.L.U. was correct in 
wanting section 4 of the commissioners’ 
definition, dealing with trusteed groups, 
made tighter. However, as a result of 
research and discussion, it is reported 
that many of the large group insurers 
now believe that it should be tightened 
and it is evident that the N.A.I.C. group 
life committee holds this view. Com- 
missioner Allyn of Connecticut, chair- 
man of the life committee, at its recent 
hearing in Chicago, said that they had 
heard enough progress reports and that 
if the company people could not come 
up with suggestions for revising section 
4 the committee would go ahead and 
write its own revisions. 

Apparently both the company people 
and the group life committee of N.A.I.C. 
are having trouble with wording. How- 
ever, it is to be hoped that they will de- 
velop something definite by the time the 
commissioners meet in Philadelphia next 
month, for it is important to the busi- 
ness that something that will receive 
general approval be adopted at that 
meeting. 


Insurance After All Is a Great Business 


After all insurance is a pretty good 
business. We were stunned by the U. S. 
Supreme Court decision which held in- 
surance to be interstate commerce, and 
therefore, subject to the federal anti-trust 
laws. We thought that meant the end 
of state supervision and, therefore, in- 
surance would be moved to Washing- 
ton and no longer would be a home 
proposition. There were meetings ga- 
lore of the insurance commissioners, and 
the representatives of the industry 
itself. Lawyers delved into the subject 
and made many predictions. It looked 
at one time as if the foundations might 
be jolted so badly that part of the sup- 
erstructure would fall. 

We have gone through a trying, soul 
wracking experience. We always had 
high hopes for our business. Many cus- 
tomers and friends began to quiz us 
about insurance. What was all this pub- 
licity about? They thought that there 
must be some fire where there was. so 


bv 


worst is probably over. We realize more 
than ever that insurance is an old busi- 
ness, it is a settled one, it is continuous. 
It is the basis of credit and protection. 
If not for insurance, the whole eco- 
nomic business and business structure 
would fall. 

Now insurance 
be perfectly secure. 
great size and age. The fact that it ha's 
great leadership, and that the people 
engaged in it for the most part are 
sound, sensible and high grade business 
folks creates confidence. Thousands of 
people are employed in insurance — in 
offices, in administration, in production 
and supervision. Taken by and large, 
insurance has given a good account of 
itself. j 

After all, we are going to continue to 
march under the insurance banner—a 
grand one. We are going to be prouder 
than ever of it. As far as we can see, 
this industry in the safest of hands 


acknowledged to 
It is a business of 


is 


is 


sponsible for it are conscientious in their 
regard for the rights of policyholders. 
It has extended its wings. Its scope is 
increasing, more people are insured in 
more directions than ever before, and 
more people are relying on insurance 
for protection. There is very little to be 


ashamed of—there is much to be ad- 
mired. It is traveling in a secure and 
conservative way. It is paying out mil- 
lions of dollars to policyholders and 
claimants. It holds other millions ip 
custody for them. After all, is it not 
the greatest business in the world? 


Rhode Island Battle Well Fought 


Without getting into the arguments 
used by the proponents and the oppo- 
nents of savings bank life insurance, it 
might. be well to point out that in 
spite of the amicable working agreement 
between the banks and insurance inter- 
ests that was worked out in New York, 
the experience in Rhode Island, where 
proposed legislation failed to get to first 
base, is indicative of the temper of the 
insurance business. That is, that the 
companies and agents are well organized 
to fight the authorization of savings 
banks to write life insurance tooth and 
nail wherever legislatures of states in 
which the business cannot now be writ- 
ten receive such proposals. 

The companies and agents in the main 


have always believed that savings banks 
should not get into the life insurance 
business, and they still think so. They 
believe savings banks should not now 
be in it. 

Where they are in it, there isn’t 
much that the industry can do about it 
except to try to keep the banks operat- 
ing under the same rules as the life insur- 
ance people must observe. Elsewhere, 
as the Rhode Island experience has 
shown, the industry is determined to 
prevent, if possible, the spread of a type 
of life insurance that underneath its 
pious social-welfare pretenses is nothing 
more than a “loss leader” to drum up 
business for the banks’ savings depart- 
ments. 








PERSONAL SIDE OF THE BUSINESS 





Ralph H. Kastner, associate general 
counsel American Life Convention, was 
guest of honor at a luncheon tendered 
by executives and members of the legal 
department of Occidental Life. Presi- 
dent Dwight L. Clarke was toastmaster. 
Mr. and Mrs. Kastner were in Los An- 
geles en route to Hawaii. Other guests 
were Lee Parker, president American 
Service Bureau, and Joseph Froggatt, 
Jr. of Froggatt & Co. 

Emil E. Brill, vice-president of Gen- 
eral American Life, has been elected 
president of the St. Louis Dinner Club. 

Walter Weissinger, assistant vice- 
president of New York Life, is chair- 
man of the insurance committee to sup- 
port the 1948 Greater New York Fund 
campaign. 

F. Edward Walker, manager at Salt 
Lake City for ‘Mutual Benefit H. & A. 
and United Benefit Life, attended the 
national convention of National So- 
journers in Denver this week. He is a 
former president of the Salt Lake City 
chapter and is a national director. 


Grant Taggart, Cowley, Wyo., and B. 
C. Stangle, Seattle, both of California- 
Western States Life, have qualified for 
the 1948 Million Dollar Round Table. 
Mr. Taggart is a past president of N.A. 
L.U. ,and past chairman of the M.D. 
R.T. Mr. Stangle led the company in 
three different months. 

H. R. Bassford, vice-president and ac- 
tuary of Metropolitan Life and presi- 
dent of the Actuarial Society of Amer- 
ica, was given an honorary master of 
arts degree by Trinity College, Hart- 
ford. 

Associates of L. S. Morrison, research 
consultant of L.I.A.M.A. presented him 


with the organization. Mr. Morrison’s 
principal hobby is trains. The bell, ob- 
tained from a scrapped locomotive, was 
presented to Mr. Morrison when he ar- 
rived at his office amid much clanging 
of the bell. Later he was guest at a 
luncheon. 

Raymond DuFour, Pacific Mutual, 
has been elected a director of the Wash- 
ington Board of Trade. 

E. Paul Huttinger, Penn Mutual’s 2nd 
vice-president in charge of training, has 
been elected president of the Sales Man- 
agers Assn. of Philadelphia, the parent 
organization of all the sales managers 
associations in the country. 

James L. Madden, second vice-presi- 
dent of Metropolitan Life, is on the 
American Management Assn. committee 
preparing the agenda for the organiza- 
tion’s general management conference 
in New York June 9-10. Among the 
subjects to be discussed will be sources 
of new capital for industrial develop- 
ment and financial incentives for execu- 
tives under current conditions. 


DEATHS 


Frank J. Reeves of the home office 
agency of Penn Mutual died after 57 
years with the company, the first 31 of 
which he was in the actuarial depart- 
ment, where he was chief correspondent, 
doing beneficiary work and_ handling 
policyholders’ service. 

Charles G. Revelle, 70, insurance su- 
perintendent of Missouri in 1912-1914 
when he was elevated to the Missouri 
supreme court, died of cancer at Ar- 
cadia, Cal., where he had resided since 
retirement from practice of law in 193% 
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oint of time elapsed since his first ap- 
pointment as a commissioner, of Na- 
tional Assn. of Insurance Commission- 
Following his supreme court serv- 
ice he entered practice of law at St. 
Louis, specializing in insurance law, At 
one time he was general counsel of the 
old International Life and later of Con- 

yinental Life of St. Louis. 
Spiller Hicks, general agent at Rich- 
mond for Provident Mutual since 1932, 
died of heart fail- 


ers. 


ure. After attend- 
ing King College, 
Mr. Hicks went 
into retail selling. 


He joined Provi- 
dent Mutual in 
1913 as an agent. 
He was an army 
captain in the first 
world war. He be- 
came general agent 
at Bluefield, W. 
Va. and in 1932 
was made general 
agent of the com- 
bined Richmond 
and West Virginia territories. 

H. L. Thomason, 70, Sandpoint, Ida., 
of the Spokane agency of Bankers Life 
of Iowa, died at his home. He joined 
the Spokane agency in 1930 after having 
been in the hardware business in Sand- 
point from 1904 to 1928. He attended 
law school at the University of Minne- 
sota. 

John H. Engel, assistant to the presi- 
dent of Philadelphia Life, died of a 
heart attack. He had been with the 
company since 1913 except for two years 
in the navy during the first world war. 
He was registrar before becoming as- 
sistant to the president in 1946. 

Erling I. Blom, 46, for seven years 
with Lutheran Brotherhoad as district 
supervisor at Eau Claire, Wis., and for 
10 years previously at Navarino, died 
after a long illness. He held the F.I.C. 
designation. 





Spiller Hicks 





Indianapolis Life Passe 
$200 Million in Force 


Indianapolis Life has passed the $200 
million mark in insurance in force. The 
first four months of 1948 showed an in- 
crease Of 8.3%, though 1947 was a rec- 
ord year. 

Cincinnati Forum May 25 

The Cincinnati C.L.U. will sponsor 
a forum on the new federal tax law 
May 25 from 10 to 3:45 conducted by 
Milton Elrod, Jr., Indianapolis attor- 
ney. R. W. Agert, general agent Penn 
Mutual, is forum chairman. 





Marks Anniversary 





Thomas H. Daniel, Sr. (left), general 
agent of Union Central at Atlanta, is pre- 
sented .an antique Sheffield silver wine 
cooler by Union Central President W. How- 
ard Cox in recognition of his 50th anni- 
versary with the company. Presentation 
was made at a recent convention of the 
Union Central Half Million Dollar Club in 
Cincinnati. He is dean of the field force. 
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Pioneer American Names 
Robt. Schulman Agency V.-P. | 


Robert Schulman, who resigned as 
vice-president 


Loan Life 
has been 
elected vice-presi- 
dent and director 
of agencies of Pio- 
American of 


of Reserve 
May 1, 


neer 
Houston. He was 
also elected a di- 
rector. 


Mr. Schulman en-- 
tered life insurance 


as an agent in 
Chattanooga 21 
years ago follow- 
in g_ graduation 
from college. He 
joined Reserve 


Robert Schulman cS 
Loan Life about 


two years ago. He established an A. & 
H. and hospitalization department. 


Protective to Hold Two 
Regionals in July 


Protective Life of Birmingham will 
hold two regional conventions in July. 
The first will be held at Edgewater Gulf 
hotel, Biloxi, Miss., July 12-14. A. R. 
Jaqua, Southern Methodist University, 
will be the principal speaker. 

Charles J. Zimmerman, assistant man- 
aging director L.I.A.M.A., will deliver 
the chief address at the second meet- 
ing, at the Cavalier hotel, Virginia 
Beach, July 28-30. 


200 Attend Utah 
Assn. Sales Congress 


About 200 attended the annual sales 
congress of the Utah Life Underwriters 
Assn, at Salt Lake City. The day start- 
ed with a breakfast room for members 
of the Quarter Million Dollar Round 
Table with K. E. Lake, Home Life of 
New York as chairman. Everett Van 
Gold, Occidental, was elected chairman 
for the ensuing year. 

Speakers at the congress included 
Quayle Cannon, Jr., California-Western 
States, who was in charge of all ses- 
sions; J. A. Israelson, Beneficial Life, 
Hyrum, association president; ti 
Summerhays, superintendent of agents, 
3eneficial Life, H. S. McConachie, vice- 
president American Mutual of Des 
Moines; W. R. Davis, III, director of 
agencies Commonwealth Life; Mayor 
Glade of Salt Lake 
Maw, who spoke at the luncheon and 
were introduced by H. J. Syphus, Bene- 
ficial Life. 

The afternoon was largely devoted to 
reports of officers and committees, the 
only speaker being R. W. Brinton, Salt 
Lake City, president of New York 
Life’s Top Club. The association 
adopted a new method of electing offic- 
ers, the by-laws now providing for a 
board of nine directors, chairman of 
which shaill be president. 


S. L. Morton 40-Year Man 


Stratford Lee Morton, general agent 





in St. Louis, this week celebrated his 
40th anniversary 
with Connecticut 
Mutual Life. He 
has been’ general 
agent since 1912. 


In 1923 he became 
the first Connecti- 
cut Mutual agent 
to pay for a million 
dollars, his produc- 





that year being 
$1,741,000. He has 
had many million- 
dollar years and 
one million-dollar 
month — Decem- Ss. L. Morton 
ber 1938. He is a 


C.L.U., is active in 
sociation and civic 
president of the St. 
sociation. For 15 


life underwriter as- 
work and is a past 
Louis managers as- 
years he has been 


vice-president of the Better Business Bu- 


reau. 


He was a delegate to the state 


constitutional convention five years ago. 





City anpd Gov. | 
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YES, PACIFIC MUTUAL MEN are known in their communi- 
ties as leaders in worthy projects. You will find them in action 
in welfare programs, in youth activities, in religious work, cul- 
tural affairs. You can look for them among the home owners; 
and they are recognized as good neighbors—all-around commu- 
nity builders. Good life insurance men, too, are these Field Men 
of Pacific Mutual—selected for character and aptitude; trained 
by men who know how to train; fully equipped to meet every 
need of their fellow men and women for personal financial se- 
curity. The kind of men you like to know; like to work with; 


Good Americans, are Pacific Mutual Men. 


“There's A Pacific Mutual Plan To Meet Every Need” 


LIFE INSURANCE 

ACCIDENT & HEALTH 

ANNUITIES 

COMPLETE GROUP 
SERVICE 


and, VERY important... 
THE NEW & UNUSUAL 


SAVINGS PLAN 


A Complete Package of 
Economic Security 





MAN !" 


“The fellow who's speaking now? 
Yes, he’s one of the most public- 
spirited men in our city ...a real 
leader, too. Active in nearly every 
civic project. His business? Why, 
he’s a Pacific Mutual Man!” 





Pheifte Mutuat 


LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 
General Agencies in Principal Centers in 40 States 
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LIFE AGENCY CHANGES 





Boyd Heads Spokane 
General Agency 


John G. Reinhardt has resigned as 
Northwestern Mutual general agent at 
Spokane and on June 1 will be succeeded 
by Bert B. Boyd of the Kansas City 
agency. 

Mr. Reinhardt, who will continue as 
a member of the agency, resigned to 
devote full time to his personal clientele. 
Entering the agency in 1920, Mr. Rein- 
hardt was appointed general agent at 
Spokane in 1938, succeeding his father, 
the late John A. Reinhardt. 

Mr. Boyd has been with the North- 
western Mutual since 1929. He gradu- 
ated from Ohio Wesleyan and received 
a master’s degree from the University 


of Illinois. For 10 years he was super- 
visor in the Kansas ‘City agency. 


For 





B. B. Boyd J. G. Reinhardt 


six years he was also a district agent and 
attained first place in the area. In addi- 


The offspring of the kangaroo...Can teach us alla 
thing or two...While they crouch in mama’s pouch... 
There's safety for her little brood ... But for families of 
the human clan... There's a brand new Security Plan 
. -- Developed by the B.M.A.... 
Better get the facts without delay. 


THE HOME OF COMPLETE PROTECTION 


B. M.A. 


BUILDING 


KANSAS CITY, MO. 











SMALLER 
CITIES 


Offer. 


producers. 


1IOWA 
ARKANSAS 








812 Olive Street 


The best opportunities for great service by and substantial income to experienced 


Our Direct General Agents Contract is especially designed to meet this challenge. 


Attractive Territory Available In 


KENTUCKY 
LOUISIANA 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL SAVINGS 


MIS SOUR/S FIRST WHOLLY MUTUAL LEGAL RESERVE COMP&4N> 


Allen May, President 


You — 


MISSOURI 
MISSISSIPPI 





St. Louis 1, Mo. 























tion he has ranked third in the Kansas 
City agency for a 10-year period in per- 
sonal production. 

Mr. Boyd received his C.L.U. desig- 
nation in 1934. He was president of the 
Northwestern Mutual Supervisors Assn. 
in 1939, and a member of the association 
of agents standing committee in 1939-40. 
He was chairman of the Kansas City 
sales congress in 1946. 


R. K. Holden to Head 
Providence Agency 


Columbian National has appointed 
Richard K. Holden general agent for 
Rhode Island, with 
headquarters at 
Providence. He 
graduated from 
Dartmouth college - 
in 1925 and joined 
Columbian Nation- 
al as an agent in 
1938. From 1939 to 
1942 he served as 
house organ editor, 
agency assistant 
and sales promo- 
tion manager, ac- 
quiring the C.L.U. 
designation. Leav- 
ing the navy in 
1945 as a lieutenant-commander he re- 
joined Columbian National as an agency 
supervisor and a few months later was 
elected a second vice-president and 
manager of agencies. Last year he was 
elected a director, 

Mr. Holden will be assisted by Joseph 
Schlossberg, associate ‘general agent 
who has represented the company in 
Providence for 20 years. 








R. K. Holden 





Provident Mutual Opens 
New Brooklyn Agency 


Provident Mutual has opened a new 
agency in Brooklyn, at 26 Court street, 
with Henry Mar- 
shall, former man- 
ager in Brooklyn 
for Berkshire Life, 
as general agent. 
Mr. Marshall grad- 
uated from New 
York University 
and is a former sec- 
retary-treasurer of 
the Brooklyn Life 
Supervisors Assn. 
He started in in- 
surance with Aetna 
Life as an agent in 
Brooklyn in 1932, 
remaining there un- 
til 1946, when he went with Berkshire. 
He is public relations chainrman of the 
Brooklyn Insurance Brokers Assn. and 
is active in the newly formed Brooklyn 
Life Underwriters Assn. 


Metropolitan Names Cozadd 
Manager at Washington, Pa. 


F. Wilson Cozadd, former field train- 
ing instructor in the Pennsylvania terri- 
tory of Metropolitan Life, has been ap- 
pointed manager at Washington, Pa. 
He succeeds Michael Cronin, who re- 
tired. Mr. Cozadd started with the 
Metropolitan as an agent in New Cas- 
tle, Pa. He was appointed assistant 
manager at Homestead, Pa., in 1940 and 
field training instructor in 1943. He is an 
alumnus of Bucknell University. 


U. S. Life Appoints A. & H. 
Specialists in Brooklyn 


NEW YORK—United States Life 
has appointed the Jaffe-Bergen agency 
as general agents in Brooklyn. Produc- 
tion will ‘be exclusively individual 
A. & H., hospitalization and association 
group A. & H. business. B. G. Jaffe is 
president and B. E. Bergen is vice- 
president of the agency. Mr. Jaffe took 
up insurance in 1912 with the A. L. 


Henry Marshall 








Jaffe agency. He graduated from the 
commerce school of New York Uni- 
versity and in 1918 after six years as q 
successful personal producer became 
sole owner of the agency. 

In 1945 the Jaffe-Bergen agency wags 
founded. Mr. Bergen is a graduate 
of University of Michigan and special. 
izes in programming, business _ingyr. 


ance and advanced underwriting. He: 


holds the National Quality award and 


is on the faculty of the New York City’ 


Life Underwriters Assn.’s training 
course. He is a _ graduate of the 
L.I.A.M.A. course. 


N. W. Mutual Fills 
Toledo Vacancy 


Elmer V. Gettys on June 1 becomes 
general agent for Northwestern Mutual 
at Toledo. He has 
been executive as- 
sistant since 1943 
to Charles R. Eck- 
ert, general agent 
at Detroit, and will 
fill the vacancy cre- 
ated by the death 
of Merritt Mason. 

Mr. Gettys is a 
graduate of the 
University of Pitts- 
burgh and became 
a C.L.U. in 1937. 
He entered life in- 
surance in Pitts- 
burgh in 1934 with 
the State Mutual. He joined Bankers 
Life of Iowa two years later as city 
supervisor and was Bankers managet 
at Detroit for three years before joining 
the Eckert agency. ’ 

During his first three years with 
Northwestern Mutual, Mr. Gettys won 
the bronze, silver and gold button 
awards. He was credited for an out- 
standing job of inducting agents by Mr. 
Eckert when the Detroit agency won 
the M. J. Cleary award in its class. 


Learned Named Supervisor 


D. Whitney Learned as been ap- 
pointed training supervisor in the E. F. 
White agency of Connecticut Mutual 
Life at Dallas. He is a graduate of 
University of Illinois and the Purdue 
insurance course. After leaving the navy 
as a lieutenant he entered life insurance 
with New York Life and paid for $i 
million in his first two years. He has 
been assistant manager for New York 
Life at Dallas since last December. 





E. V. Gettys 








Edwin J. Adams, manager of the For- 
est Park district of Metropolitan in St. 
Louis, has been transferred as manager 
to the Hyde Park district there. 





fective 
Brown 
home 
Taylor 
to ass 
Sills t¢ 
McLar 
comptr 
sistant 
assista! 
the ea: 
_ Ainslie 
Mr. | 
superin 
gradua' 
went tc 
Life’s ; 
was na 
he bec: 
of pers 


Gran 
Life; | 
WI) 
been 
Life, : 
who | 
started 
surance 
1912 b 
which 
federati 
Life in 
assistan 
tor. Hi 
Actuari 
Society 


Atlan 


Rober 
sistant 
is in tl 
graduate 
ginia it 
Trust C 


the navy 


Jacob 
ness eX 
rector o 





Alva Z. Allen, 
whose appointment 
as regional group 
manager for North 
western National 
Lif e at Cleveland 
was reported in last 
week’s issue, 
taken over his new 
post. He will be re 
sponsible for sales 
and service in Ohio 
and eastern Tennes 
see. He was formerly 
with - Connecticut 
General. 





A. Z Allen 





PENTER’S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable ia 
training old and new life, accident and 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 
Paramount Publishing House 
6230 Waggoner Drive Dallas 5, Texas 
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AMONG COMPANY MEN 





EE. Duckworth of 
Sun Retires; Other 
Officials Advanced 


Edward E. Duckworth, who has 
been 35 years with Sun Life of Canada, 
the last 10 as comptroller, has retired. 

Other executive changes include, ef- 
fective June 1, promotion of G. Egerton 
Brown to personnel executive for the 
home office and branch offices, R. A. 
Taylor to comptroller, K. D. Macaulay 
to associate personnel officer, A. K. 
Sills to assistant personnel officer, John 
McLaren and F. D. Logan, to assistant 
comptrollers, H. T. N. Peterson, to as- 
sistant secretary, M. D. Loucks to 
assistant superintendent of agencies of 
the eastern U. S. division and 


Ainslie to mathematician. 


Mr. Duckworth was Quebec insurance 
superintendent from 1917 to 1919. A 
graduate of Liverpool University, he 
went to Canada in 1909. He joined Sun 
Life’s actuarial department in 1911 and 
was named chief clerk in 1912. In 1919 
he became assistant secretary in charge 
of personnel. 


Grant Heads Sovereign 
Life; Evans Now Chairman 
WINNIPEG—Milton D. Grant has 


been elected president. of Sovereign 
Life, succeeding W. Sanford Evans, 
who becomes chairman. Mr. Grant 


started his insurance career with the in- 
surance department at Ottawa and in 
1912 become actuary of Capital Life, 
which later amalgamated with Con- 
federation Life. He joined Sovereign 


assistant manager and managing direc- 
tor. He is a fellow of the Institute of 
Actuaries, London, and of the Actuarial 
Society of America. 


Atlantic Advances Rawles 


Robert B. Rawles has been elected as- 
sistant secretary of Atlantic Life. He 
is in the investment department. He 
graduated from the University of Vir- 
ginia in 1938 and was with Virginia 
Trust Co. of Richmond before entering 
the navy in 1942. 


Jacob H. Cohen, New York city busi- 
ness executive, has been elected a di- 
rector of Eastern Life. 
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B.M.A. Appointees 





Bernard Johnson 
has been promoted 
to sales assistant; 
W. A. Sims to un- 
derwriting supervis- 
or and Willard Car- 
ley to head of claim 
and field service at 
Dallas by Business 
Men’s Assurance. 





W. A. Sims 





Bernard Johnson Willard Carley 
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Life in 1916 as actuary, later becoming . 


Mass. Mutual Names 
3 as Underwriters 


Massachusetts Mutual has advanced 
H. H. Frisbie, R. V. O’Brien and A. C. 
Orr to underwrit- 
ers. Mr. Frisbie 
joined the company 
in 1931 and worked 
in the calculation 
department until 
1933 when he en- 
tered Louisiana 
State University, 
where on gradua- 
tion in 1937, he was 
ranking cadet offi- 
cer in the R.O.T.C. 
unit. He returned 
to Massachusetts 
Mutual, entering jee wg E 
the home office BR. V. OBrien 
training course and the same year was 
made a member of the underwriting de- 
partment. He was an army major in the 
war. 

Mr. O’Brien joined the company in 
1927 and in 1945 was assigned to pen- 
sion trust operations in the policy de- 








H. 


H. Frisbie 


A. 


Cc. Orr 


partment, the following year going to the 
underwriting department. He is an as- 
sociate of the L.O.M.A. Institute, re- 
ceiving honorable mention and, in the 
study of taxation, the highest mark 
among his fellow students. He served 
in the army in the war. 

Mr. Orr joined the company in 1934 
after graduating with honors from Yale, 
to which he had won the Hartford Yale 
alumni scholarship. He was assigned 
to the planning department in 1935 and 
the underwriting department in 1938. 
He is an L.O.M.A. associate and has 
passed part of the fellowship examina- 
tions. He is a member of the Suffield, 
Conn., board of education and of Sigma 
Xi fraternity. 


N. F. Morris Named Actuary 


Central Assurance of Ohio has ap- 


pointed N. F. Morris, actuary and man- | 


ager of the life department. He was 
formerly actuary of Constitution Life of 
Los Angeles. He has been in the life 
insurance business since 1922 and_ be- 
sides Constitution has been with Pyra- 


mid Life of Kansas and was actuary of | 


Wisconsin Life. 


Morrow Named Editor 


Henry Morrow has been appointed 
editor of the “Log,” agency publication 
of Life of Georgia. A journalism gradu- 
ate of Emory University, Mr. Morrow 
has been with the company several 
months on the public relations staff. He 
served 39 months with the armed 
forces. 


J. F. Senior to St. Louis 

Joseph F. Senior, for the last six 
years territorial supervisor for Metro- 
politan Life at St. Louis, has been ap- 
pointed manager of the Westport dis- 
trict of Kansas City. He started at 
the home office, serving in both the or- 
dinary and industrial departments, and 
was later transferred to the field as an 
agency supervisor. 








Johnson Stresses Place of 
Humanized Statistics 


Business statistics are of fundamental 
importance, but they must be _inter- 
preted and translated into understand- 
able language to have real meaning to 
the public, Holgar J. Johnson, president 
of the Institute of Life Insurance, de- 
clared at the annual meeting of Insur- 
ance Accounting & Statistical Assn. at 
Cleveland. Without being simplified and 
humanized, facts and figures can lose 
virtually all of their force and purpose 
with the general public, he said. He 
complimented business for the progress 
that has been made in humanizing an- 
nual reports, but indicated there is still 
room for improvement. He urged the 
statistical profession to use its creative- 
nes and talents to help achieve this goal. 

“Statisticians and their statistics are 
all too often relegated to the cloisters 


and viewed as a source of interesting 
but difficult to understand tabulations,” 
he said. “Quite to the contrary, these 
statistics are actually the background of 
the business story which must go to 
the public, if the public is to develop an 
understanding of business. And that is 
the very basis of public relations.” 


To Give Pa. Short Courses 


With the cooperation of the education 
committee of the Pennsylvania Life 
Underwriters Assn. Penn State College 
will offer two life insurance courses 
July 26-31 to be given by the staff of 
the Purdue course. The basic course 
will be for agents six months or more 
in the business and the advanced course 
for those with two years or more ex- 
perience. The fee of $75 covers tuition, 
books, board and room. Information 
may be obtained from B. C. Horton, 
410 North Second street, Harrisburg. 








Can Connecticut General’s “extra man” 
actually help your organization to more profitable operation? 
More and more brokers are telling us that the answer is “yes.” 


For example, you might have a business insurance case 
involving a stock purchase plan. If one principal could not 
qualify for standard coverage, thus upsetting the premium 
schedule, the only way to salvage the entire sale might be low 


cost term insurance—substandard. 


The “extra man” can solve such a problem through 
Connecticut General’s underwriting program which allows sub- 
standard term up to 200% mortality rating, up to substantial 
limits, and at recently reduced substandard rates. 


Next time you run into a case of this kind, contact 


Connecticut General. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT AND 
HEALTH INSURANCE. SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES. ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 
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PROMPT SERVICE 


with Complete Brokerage Facilities 


DOUBLE FAMILY IN. 
COME BENEFIT ($20 
monthly income per $1000) 


MORTGAGE REDEMP.- 
TION PLANS — geared to 
F.H.A. 


PENSION TRUSTS — with 
Life Insurance or 100% on 
Deferred Annuities 


INSURANCE ON SE. 
LECTED DIABETICS UP 


TO $200,000 SINGLE PRE- 
MIUM on Life, End. and 
Annuity Plans 


LOW TERM RATES on 5, 
10, 15 and One Year Renew- 
able Plans 


FAMILY INCOME TO AGE 
65 — also regular 10, 15 and 
20 year F.I.B. 


FOREIGN TRAVEL and 
RESIDENCE COVERAGE 


PARTICIPATING and NON. 
PARTICIPATING RATES 


INSURANCE IN FORCE 1,095 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 358 MILLION DOLLARS 


‘ 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE e TORONTO, CANADA 
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—_ NEWS OF LIFE ASSOCIATIONS 





Scrudato Heads 
N. J. Association 


Salvatore Scrudato, manager Metro- 
politan Life at Irvington, was elected 
president of the New Jersey Life Un- 
derwriters Assn. at the annual meeting 
at Asbury Park. Other officers are John 
Wood, general agent State Mutual, New- 
ark, vice-president; Preston Root, man- 
ager Metropolitan, Morristown, secre- 
tary-treasurer. 

Joseph Fox, general agent of Berk- 
shire at Jersey City, was appointed gen- 
eral chairman for the 1949 sales con- 
gress. Carlton Cox, manager Metropoli- 
tan at Paterson, announced he was re- 
tiring as N.A.L.U. trustee. LeRoy Gar- 
rabrandt, national committeeman from 
New Jersey, was endorsed for national 
trustee. Fred Ditmars, legislative chair- 
man, announced that he would have to 
forego carrying on this work. ' 

John D. Moynahan, manager Metro- 
politan Life, Chicago, discussed the 
work of the National association and 
warned of the inroads of the federal 
government into the field of life insur- 
ance. Should it undertake to add cash 
death benefits for dependents there 
would be almost complete government 
service in the life insurance business 
and over the period of one generation 
the life insurance market would be re- 
stricted to approximately 10% to 15% 
of its present coverage, he said. He ex- 
pressed the conviction that the good 
work of the industrial companies should 
be extended so that the government 
could not use the excuse that it must 
step in where private enterprise fails 
or is unable to furnish needed services. 


Quarter Million Qualifiers 

Richard Grafton, New York Life, 
Trenton, chairman of the New Jersey 
Quarter Million Dollar Round Table, 
announced that 101 members have quali- 
fied for the club this year. Special tables 
were reserved for them-at the meeting 
and certificates were handed to those 


present. 
Millions of dollars in estate taxes 
will be paid unnecessarily during the 


next 12 months merely because taxpay- 
ers do not take advantage of the new 
gift and estate tax provision of the 1948 
revenue act, Samuel J. Foosaner, New- 
ark tax attorney, predicted in his talk. 
He said that while the act offers 
tremendous estate tax saving opportu- 
nities, positive action must be taken by 
the taxpayer as it is not a tax benefit 
but a tax-saving privilege. 

He urged the agents to steel them- 
selves to meet sales resistance which 
may develop if the public is allowed to 
get the misconception that through the 
new tax law they do not need more life 
insurance. Some insured may want to 
convert existing policies into paid-up 
insurance and others may want to dis- 
continue some of their coverage. Con- 
sequently a thorough understanding of 
the new tax law is essential for the 
agent. 


More Than Meets the Eye 


He said there is much more to the 
new law than people realize and it will 
necessitate a thorough revision in estate 
planning methods. Many husband and 
wife partnerships will be dissolved but 
partnerships, both general and limited, 
with other members of the family will 
gain new impetus. Fewer trusts will 
be created for wives by husbands, but 
many trusts will be established for chil- 
dren, he believes. Greater cooperation 
will be necessary between agents and 
attorneys, agents and trust officers, and 
attorneys and trust officers. Corporate 
trustees, he believes, will be called upon 
much more to serve in both a sole and 
co-executor and trustee capacity. 

Suggesting that every proposed es- 


| tate plan be meticulously watched, he 
| said that some property owners may be 


blinded by possible tax savings and be- 


come oblivious to their objectives, with 
the result that although they  saye 


taxes, it is at the cost of a conglom. 
erated, impractical and hybrid. estate 
plan, 

Agents should sell the necessity of 
mental and physical preparation for re. 
tirement along with financial prepara. 
tion, Ralph R. Lounsbury, president 
Bankers National, said. People cannot 
wait until the last minute to make mep- 
tal or physical preparation for retire. 
ment any more than they can wait until 
the last minute to make financial prepa- 
ration. He urged agents to suggest the 
cultivation of a hobby or hobbies when 
they sell retirement income, and to try 
and get their clients to get an interest 
beyond their business affairs such as 
travel, moderate sports activities, or jn 
community affairs. 

The paying of premiums on adequate 
retirement income involves many sacri- 
fices if not hardship, on the part of 
most buyers, and if they fail to live and 
get enjoyment out of retirement it 
makes their sacrifice a failure. 

The talks of C. W. Campbell, Pru- 
dential manager at Newark, and D. B, 
Fluegelman, Northwestern Mutual, New 
York City, were reported in last week's 
issue. 


Butler Urges Revision 
of Texas Insurance Laws 


George B. Butler, chairman of the 
Texas insurance board and life commis- 
sioner, addressed Austin Assn. of Life 
Underwriters on the need for revision of 
Texas insurance laws. He called atten- 
tion to the fact that six states recently 
have recodified their insurance laws. 

He gave as reasons for the revision 
the bringing of the business into step 
with the thinking of today: to keep the 
writing of life insurance on the profes- 
sional plane it has now reached; to per- 
mit the organization of new companies 
by those whose character and ability as- 
sure the capacity for sound management, 
and a proper standard of licensing so 
that only those qualified to render a pro- 
fessional service may be licensed. 

He pointed out that under present laws 
anyone may organize a life company, 
that there is no adequate law for the 
licensing of agents that assures the pub- 
lic that it will receive capable and pro- 
fessional service, and that an agent 
whose license has ‘been cancelled by the 
department may go to work for a fra- 
ternal without meeting any state require- 
ment. He said fraternals of the right 
kind render a valuable service and meet 
a vital need, but he believes that licensing 
of fraternal agents under the supervision 
of the department will be beneficial to 
both the good fraternal orders and to the 
buyers of fraternal life insurance. 

He said mutual assessment compa- 
nies, mutual aid associations and burial 
associations meet a definite need. each 





ACTUARY NEEDED 


An established Texas life insurance 
company wants an actuary. The Com- 
pany is approaching the hundred million 
ac insurance in force and does not 
now have a full time actuary. This is 
an unusual situation offering an oppor- 
tunity to grow with a a life 
i pany. Prefer a man hav- 
ing a fellowship in one of the societies 
and who is qualified by experience to 
be the actuary of a company of this 
Full peeevies would be appre- 
and 














size. 

ciated, including picture starting 
salary expected. Address Q-4l, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








Life Sompen snomted in soovians Be 
experience ency Supervisor preferably 
der 40 to ware Southeastern States. Home o- 








fice contact with future possibilities. Address 
Q-25, The National Underwriter. 175 W. Jack 
son Blvd., Chicago 4, Ill. 
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for a special group, but contended that 
they should operate under the super- 
yision of the department. He also held 
that the department should have more 
guthority in the matter of approval of 
policies. . 

Dexter S. Dickson, Western Reserve 
Life, was elected president; Ben Al- 
pright, Great Southern Life, vice-presi- 
dnt; Boyd L. Weide, Minnesota Mutual 
Life, treasurer; R. Elliott Bryant, 
Southland Life, secretary. 


Fail to Resolve 
Trustee Deadlock 
at lowa Annual 


DAVENPORT—At the annual meet- 
ing of lowa State Assn. of Life Under- 
writers what was expected to be a 
successful attempt at resolving the 
deadlock over the association’s two can- 
didates for national trustee failed. The 
delegates are still uninstructed on 
whether to vote for Newell C. Day. 
Equitable of Iowa, Davenport, retiring 
state president, or C. V. Shepherd, Na- 
tional Life of Vermont, Cedar Rapids, 
whose hats are still both very much 
in the ring. This situation was subject 
for much stormy debate in a session in 


which both candidates left the room 
and their campaign managers presented 
arguments. 


The new state president is T. J. Kies- 
selbach, State Farm Life, Mason City. 
A. L. Caines, Equitable of Iowa, Water- 
loo, was named vice-president; David 
E. Smith, Travelers, Mason City, sec- 
retary-treasurer, and Swarzman, 
Equitable Society, Des Moines, national 
committeeman. 

Harold Miller, Mutual Life, Council 
Bluffs, was named chairman of the 
quarter million dollar club with Mr. 
Shepherd and Joe A. Romberg, North- 
western Mutual, Dubuque, as_ vice- 
chairman; Amos Pearsall, Equitable So- 
ciety, Des Moines, secretary, and Park- 
er L. Crouch, Equitable of Iowa, Des 
Moines, treasurer and _ qualifications 
chairman. 

James T. Dockery, Equitable of Iowa, 
Davenport, won first prize in a sales 
idea contest conducted during the sales 
congress. Steve Swisher, Des Moines, 
was second and Vernon White, North- 
western Mutual, Cedar Rapids, was 
third. The Waterloo association beat 
out the 16 others for the achievement 
cup. 

Jack Nussbaum, Massachusetts Mu- 
tual, Milwaukee, said at the sales con- 
gress that in serving the best interest 
of his client the agent is building up 
his own prestige and best interest. 
Dan P. Cahill, director of the Purdue 
life insurance course, declared that the 
public expects integrity, experience and 
professional service in financial plan- 
ning which can only come from train- 
ing. 

Frank L. MacFarlane, Northwestern 
Mutual, Cleveland, said that the aim of 
the agent must be to find out what a 
man is trying to do to solve his financial 
problems and to select the insurance 
contracts accordingly. 


Baumann Addresses 

St. Louis Association 

ST. LOUIS—President Jul B. Bau- 
man of the National Assn. of Life Un- 
derwriters addressed the St. Louis Life 
Underwriters Assn. on the activities of 
the N.A.L.U. stressing the dangers of 
extension of mass coverages to non- 
employer-employe groups. As an ex- 
treme example he cited the case of a 
veteran 36 years old who had purchased 
the total of $78,000, including National 
Service life insurance, without an agent 
entering the picture. He also dealt with 
fixing a terminal date for NSLI, the de- 
sirability of proper agency qualification 
laws, social security for life agents, and 
the need for more adequate financial 
support for the N.A.L.U. 

Prior to Mr. Baumann’s talk the St. 
Louis association paid tribute to Strat- 
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ford L, Morton, general agent of Cnn- 
nectcut Mutual who the previous day 
celebrated his 40th anniversary’ with 
Connecticut Mutual. He has been gen- 
eral agent since 1912 and was the com- 
pany’s first agent to pay for $1 million 
in a year. 


Cahill Quincy Speaker 

Daniel P. Cahill, director of the life 
marketing school at Purdue University, 
spoke at the May meeting of Quincy 
Life Underwriters Assn. Mr. Cahill ad- 
vised the agents to revamp their selling 
techniques in view of present conditions, 
and said that adequate prospecting is the 
big need of agents. 

Roscoe Bourne was elected president 
and Weslie W. Olson was named vice- 
president. Kenneth Arrowsmith is sec- 
retary and Charles Parker treasurer. 


Kelleher Mont. President 


Con Kelleher of Billings was elected 
president of Montana Assn. of Life Un- 
derwriters at the convention at Mis- 
soula. The 1949 convention will be at 
Billings. Leslie Wolverton of Helena 
is vice-president and Wally Charlson of 
Billings, secretary. 





Present Los Angeles Slate 


The nominating committee of Liie 
Underwriters Assn. of Los Angeles, has 
presented for election at the June meet- 
ing: President, Gerald W. Page, agent; 
first vice-president, Fred A. McMaster, 
general agent; second vice-president, 
Walter L. McKee, agent; secretary- 
treasurer, Mark S. Trueblood, manager. 


Hastings, Neb.—Judge Fred G. John- 
son spoke in favor of the free enterprise 
system and warned of the threat of 
socialism and further government con- 
trols. A. C. Hughes, Farmers & Bankers, 
presided and urged as many as possible 
to attend the Nebraska association meet- 
ing June 12 at Omaha. The sales con- 


gress will be sponsored by Nebraska 

Quarter Million Dollar Club. 
Pittsburgh — W. W. Clyde, manager 

Metropolitan Life, Pittsburgh, will ad- 


dress the Beaver Valley branch 
on “How the 
Sales.” 
Hugh Kemp, vice-president of Peoples 
First National Bank & Trust Co., Pitts- 
burgh, in charge of estate planning and 
former Pittsburgh manager of Connecti- 
cut General Life spoke on new sales 
angles resulting from the 1948 tax act. 
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Macon, Ga.—Thomas Flournoy, Jr., has 
been elected president; Cecil Kelly, vice- 
president; Russell Smith, secretary. T. 
A. Bone, retiring president, was named 
a director. 


Denver—Louis E. Throgmorton, Aetna 
Life, Shreveport, La., credentials chair- 
man of N.A.L.U., spoke on “Manna for 
Mama.” He is on a western speaking 
swing and will address the New Mexico 
sales congress and the monthly meeting 
at Pueblo later this month. 

Oklahoma City—Officers will be elected 
at the meeting May 21. The speaker will 
be Gerald Hollman, Norman, Okla. out- 
standing producer of American National. 

The annual meeting of the state asso- 
ciation will be held June 18 at Oklahoma 
City. It will be a joint meeting with 
the Oklahoma City group. 

Columbus, 0O.—Association members 
were guests of Columbus Bar Assn. Wed- 
nesday when Heman T. Powers, Cleve- 
land, spoke on “Estate Planning—How 
and by Whom.” 

Van Wert County, 0.—Paul Conley of 
Van Wert, has been elected president; 
Lester Boyd, vice-president; Paul W. 
Rhoades, secretary. 

Boston—Every 





time a life insurance 
policy is sold, it is a vote against com- 
munism, Vice-president Wendell F. 
Hanselman of Union Central Life de- 
clared. Improving the standard of liv- 
ing and increasing production is the an- 
swer to the present condition of affairs, 
he said. <A scroll of appreciation was 
presented to Frank L. Armstrong, editor 
of “Insurance Age.” 

Tampa, Fla.—C. Monroe Collins, Pru- 
dential, was elected president; R. J. Mar- 
tin, Life of Georgia; Max Hill, Gulf Life, 
and J. F. Roker, Liberty Life, vice-presi- 
dents; James E. Stretch, Metropolitan, 
secretary. 

Burlington, N. C.—J. William Davis has 
been elected president; Odell Salmon, 
vice-president, and R. N. Pender, secre- 
tary. 

Buffalo—Four new directors for three 
year terms were elected: S. E. Hickman, 
Aetna; E. R. Low, State Mutual; Marsh 
Rey, Connecticut Mutual; and L. C. 
Slesnick, Prudential. 

Montana—Chief speakers were Julian 
Myrick, 2nd vice-president Mutual Life 
New York, and Karl Krogue, Spokane 
manager of Business Men’s Assurance. 
The Quarter Million Dollar Round Table 
dinner was attended by about 30. Speak- 
ers were Commissioner Holmes, Deputy 
Commissioner Kelly, and John Utter. 

Ogden—John S. Kerns, general agent 
Northwestern Mutual at Salt Lake City, 
spoke on “Why Life Insurance, How 
Much, For How Much and What For.” 

Emporia—Everett E. Steerman, Em- 
poria, attorney, spoke on wills. 
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AMERICAN UNITED OFFERS THE 
PERSONAL PRODUCER’S CONTRACT 


Based on the principle of 
“High Pay for a High-Grade Job”’ 


* LIBERAL FIRST-YEAR COMMISSIONS 

* LARGER RENEWALS, VESTED FOR NINE YEARS 
* SERVICE FEE AFTER THE TENTH YEAR 

* RETIREMENT PAY AFTER AGE 65 


American United Fieldmen Enjoy... 


* A complete kit of modern policy forms to meet 
every prospect’s vital needs. 


* A Home Office that knows the agent’s problems 


~o[ Address the Agency Department for details }-- 
AMERICAN UNITED LIFE INSURANCE COMPANY 









* An Underwriting Department handling sub- 
standard cases up to 500% mortality. 

* A placement average of 84% on business issued 
with extra ratings. 





Evansville—R. J. Felhoelter, Common- 
wealth, was elected president, other 
officers being Dewey Smith, Prudential, 
vice-president; Clyde Castle, Sun Life of 
Canada, secretary-treasurer; Chester 
Schroeder, Northwestern Mutual; Lewis 
Petzold, John Hancock; E. E. Verdun, 
Life of Virginia; Hiram O’Dell, Pruden- 
tial; Elmer Ellis, Guardian Life, and 


Clarence Folz, Jr., Northwestern Na- 
tional, directors, 
Wheeling—W. F. Morris, counsel of 


Conservative Life, spoke on the neces- 
sity of seeing that agents’ clients have 
proper beneficiary clauses in their poli- 
cies. 

Washington—The District of Columbia 
Life Underwriters Assn. has elected as 
president Charles Suter, Berkshire; 1st 
vice-president, W. J. McCausland, Acacia 
Mutual; 2nd_ vice-president, Charles 
Rice, Mutual Life; directors, Albert L. 
Neveux, Jr., Fidelity Mutual; W. B. Rum- 
ple, Metropolitan; Joseph Baldwin, 
Northwestern Mutual. 

Jul B. Baumann, president N.A.L.U., 
told the members that “it is later than 
you think in mass selling.” 

Jackson, Mich.—The May meeting 
honored past presidents. Former asso- 
ciation heads who were present and 
spoke briefly were: Earle J. Engle, 
George Dobben, Sam Goldfarb, Dale Kerr, 


Emmet Velthouse, Harold F. Andrews 
and Tom Hawkins. 

Explanation of Michigan State Coi- 
lege’s life insurance course was given 


by Leo J. Merton, an insurance instruc- 
tor there. 


Gaffney, S. C.—New officers are: Presi- 
dent, D. W. Hudson; vice-president, J. 
Guy Queen (reelected); secretary, Rich- 
ard Keller. Retiring president is An- 
drew V. Blanton. ‘ 

Elmira, N. Y.—Judge Francis C. Clo- 
hessey, surrogate for Tioga county, 
talked on “Adult Delinquency” and dis- 
cussed making out wills and estate 
transfers. 

At the June meeting, officers will be 
elected and national quality award cer- 
tificates presented. 

Waterloo, In.—Clarence R. Runion is 
the new president, succeeding A. N. 
Caines. W. F. Roudebush is vice-presi- 
dent; C. R. Wallace, secretary; C. E. 
Miller, state committeeman. 

Huntsville, Ala. — An _ organization 
meeting was held, Hugh Doak, Jr., who 
had been serving as temporary chair- 
man, being elected president. Other 
officers are Pat Miller, vice-president, 
Andy Lanier, secretary, E. Y. Geron, 
treasurer, and Marion Chandler, A. W. 
McAllister and Shelby Bragg, directors. 
Sixty-five attended the initial meeting, 
including agents from Birmingham, 
Florence, Gadsen and Decatur. 

Grand Island, Neb.—Alan Tully has 
been elected president to succeed For- 
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rest Ritchie. F. L. McPherran is vice- 
president; Harold Cuckler, secretary; 
Kermit R. Erickson, national committee- 
man; Charles M. Stewart, state commit- 
teeman. 

Wausau, Wis.—George Rakow, general 
agent of Lincoln National Life, was 
elected president of Wisconsin Valley 
association, succeeding Stanley H. Smith, 
Old Line Life. William Hanson, Wiscon- 
sin National Life, and Donald Dimock, 
Franklin Life, are vice-presidents; E. H. 





Lattimer, Northwestern Mutual, secre- 
tary. 
Lynchburg, WVa.—New officers § are: 


Norvell T. Dowdy, president; Thomas M. 
Funk and J. D. Garmey, vice-presidents; 
M. Ralph Mays, secretary. T. F. Harwood 
is retiring president. 

South Send, Ind.—Wendell Digert, 
Northwestern Mutual, Angola, Ind., spoke 
on “Simple Selling’. He was a member 
of the 1947 Million Dollar Round Table. 

Indianapolis—Ray W. Higledag, R. & 
R. Service, will speak May 21 on “The 
1948 Tax Law from the Underwriter’s 
Viewpoint.” 





Columbian Nat'l Rally 

President J. D. Anthony was a fea- 
tured speaker at the three day meeting 
of the General Agents Assn. of Colum- 
bian National Life at Boston. The com- 
pany’s paid for business the first four 
months was 30% over the same period 
in 1947 ,and A. & H. showed a gain of 
150% in that period. 

Mr. Anthony outlined several new 
practices the company recently hag initi- 
ated, including family income protec- 
tion for married women, increased vol- 
ume limits in double and triple protec- 
tion, extension of option selection 
period, commission on aviation extra 
premiums, and extension of sickness 
protection to age 65. 


Kenilworth H. Mathus, former editor 
of the “Managers’ Magainze” and of 
“ConMuTopics,” house organ of Con- 
necticut Mutual Life, has been appointed 
editor of the new book publishing de- 
partment of “Printers’ Ink.” 
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Black Heads Philadelphia 
A. & H. Assn. Slate 


Raymond D. Black, Aetna Life, heads 
the slate of the nominating committee 
of A. & H. Assn. of Philadelphia, Other 
selections are: First vice-president, 
Clarence H. Carr, Columbian National; 
second vice-president, Robert L. Stray- 
er, Mather & Co.; recording secretary, 
Horace R. Coe; corresponding secre- 
tary, Thomas K. Bond, and treasurer, 
Neal O. Dubson. The nominees will 
be voted on at the June meeting. 3 

W. Fred Kohler, Jr., Philadelphia 
Life, Shamokin, was speaker. Mr. 
Kohler remarked that the law of aver- 
ages operates in favor of the man who 
is willing to work at selling accident 
and health insurance. He said that he 
benefits from direct mail solicitations of 
mail order companies. The resulting 
interest in A. & H., he said, has created 
many new sales for him. 

He described an arrangement he has 
with a leading fire and casualty agent in 
his city under which they exchange 
prospects and accompany one another 
on calls. The system has proved highly 
productive. 


Sickness Bill Issue in Wash. 


A strong movement is under way to 
bring about enactment of a state sick- 
ness and disability insurance fund at 
the 1949 session of the Washington 
legislature. With labor backing, as well 
as the support of administration spon- 
sors, the bill is expected to result in a 
bitter fight during the next session. In 
1947 a compromise was reached on the 
issue and a chapter was reserved in the 
unemployment compensation act to pro- 
vide for possible insertion of sickness 
and disability benefits at some future 
date. 





Our Men Know 


and are happy with Western. 


thing that has to do with job 


WESTER 


INSURANCE 


Assets 
Insurance in Force. 


Helena, 


R. B. Richardson 
President 








what job satisfaction means. 


They will tell you why they contracted with, stay with, 


They will also tell you of earnings, pension plan, work- 
ing tools—personal recognition of the individual—every- 


A few openings for general agents in California, Ore- 
gon, Washington, Montana, Idaho, Utah, Nevada. 


Founded 1910 


satisfaction. 


N LIFE 


COMPANY 


.$ 30,797,865.45 
139,469,900.00 


Mont. 


Lee Cannon 
. Agency Vice President 








New Mich. Conference on 
A. & H. Maternity Claims 


LANSING, MICH. — Due to re- 
newed complaints relative to the ‘han- 
dling of maternity claims under health 
and accident and hospitalization con- 
tracts the Michigan department called 
a conference of 35 representatives of 
carriers writing this class at which a 
special committee was named to con- 


- sider the problem and make recommen- 


dations. 

The complaints, according to J. W. 
Wickstrom, director of the department, 
health and accident division, arose chief- 
ly out of instances in which one carrier 
assumed a contract formerly carried by 
another. Both carriers had a_ nine 
months’ waiting period before maternity 
claims would be recognized. There had 
been an agreement, Mr. Wickstrom said, 
under which the company leaving the 
risk would give an extension of the ma- 
ternity benefit to bridge the period after 
the new carrier had assumed the con- 


tract. This program was adopted in 
1941 and worked out well until re- 
cently. 


The committee named consists of 
Harold R. Gordon, Health & Accident 
Underwriters Conference; J. C. 
Ketcham, Michigan Blue Cross; John 
Panchuk, Federal Life & Casualty; J. F. 
Follmanr, Bureau of Accident & Health 
Underwriters; A. N. Guertin, American 
Life Convention; Albert Pike, Life In- 
surance Assn. of America, and Mr. 
Wickstrom. 


Bacon Points Out Challenges 
Confronting Accident-Health 


San Antonio Assn. of Accident & 
Health Underwriters heard W. D. 
Bacon, assistant director of field training 
of Occidental Life, discuss the chal- 
lenges which accident and health in- 
surance must meet. He insisted that 
the companies and field men must 
recognize more fully the social and 
personal economic implications of the 
business. 

He emphasized the need for making 
clear to the buyer of accident and 
health insurance that he can not ex- 
pect to make a profit out of his insur- 
ance any more than he would expect to 
go out and burn his house ~hich is in- 
sured for 80% of its value and make a 
profit. 

He appealed to agents to go out and 
do a complete job, showing the pros- 
pect the real purpose of accident and 
health insurance. He declared that the 
reason people do not buy more acci- 
dent and health insurance is because 
the agents do not fix the prospect’s 
problem. He stressed the need which 
the sole proprietor and the professional 
man have because their income is 
based on their ability to manage busi- 
ness or use the equipment which is es- 
sential in their professional work. 


Baltimore to Bid for 1949 
National A. & H. Convention 


Baltimore Assn. of Accident & Health 
Underwriters will invite the National 
Association to held its 1949 convention 
in that cty, it was decded at an execu- 
tive committee meeting. 


Discuss Utah Licensing 

At the May meeting of Utah Accident 
& Health Club, F. Edward Walker, 
manager of Mutual Benefit H. & A,, 
was elected delegate to the national 
convention at Minneapolis, with Her- 
bert W. Carter, United Benefit Life, 
Ogden, as alternate. 

John Allein, Equitable Life & Cas- 
ualty, reported that in the recent exam- 
inations for life and accident and health 
licenses conducted by the Utah depart- 
ment about 75% passed the life and 
accident and health examinations. It 











was voted that President Persyl Rich. 
ardson appoint an examination commit. 
tee to work with the insurance depart. 
ment in further examinations. 


West Mich. A. & H. Men Elect 


Richard Rolph, district manager My. 
tual Benefit H. & A., Grand Rapids 
was elected president of Western 
Michigan Assn. of Health & Accident 
Underwriters. 

Louis W. De Krause, was named 
vice-president and Willis Settle secre. 
tary-treasurer. Both are with Hart. 
ford Accident. 

Harry P. De Bree, Time, was elected 
to the executive board for three years 
and Jack Kummer, Illinois Mutual Cas. 
ualty, for one year. 


Stumpf Wisconsin Speaker 


FOND DU LAC, WIS.—Charles B, 
Stumpé, Illinois Mutual Casualty, Madi. 
son, s2cond vice-president of National 
Assn. of Accident & Health Underwrit- 
ers, discussed compulsory health insur- 
ance bills at a meeting of the Fond 
du Lac County A. Assn. here, 
Mr. Stumpf also conducted a sales clinic 
on the latest sales methods in the acci- 
dent and health field. 


Robbins N.Y. A. & H. Speaker 


Ralph S. Robbins, New York broker, 
will discuss production at a luncheon 
meeting of Assn. of A. & H. Underwrit- 
ers of N. Y. June 7, at the Williams 
club, 24 East 39th street. 














Regionals for Industrial Men 


Philadelphia Life Underwriters Assn. 
has conducted three regional meetings 
in the city to accommodate industrial 
members. 

Each meeting has been well attended, 
the third numbered 200 and was in 
charge of Vice-president Vernon Phil- 
lips, manager of Occidental Life. Vin- 
cent Pomilio, Home Life; Allen Wilson, 
Prudential, and Commissioner Malone, 
were speakers. Mr. Malone emphasized 
the need for knowledge of the business, 
Agents in Pennsylvania will not be li- 
censed unless they are adequately in- 
formed about the life insurance business, 
he said. 


D. E. Putt Named Manager 


D. E. Putt has been appointed man- 
ager of Jefferson National at Washing- 
ton, Ind. He attended Indiana Uni- 
versity, University of Cincinnati and 
University of Colorado. After doing en- 
gineering work with Wright Aeronau- 
tical and Magnavox Corp. he _ joined 
Northwestern Mutual two years ago. 





OPPORTUNITY FOR 
Field Supervisor 
in Michigan 


We are a well-known highly rated 
Massachusetts ny alizing 


in non-cancellable, guaranteed re- 
newable sickness and accident and 


complete line of ee . 

n 
f gan we have an unusual oppor- 
tunity to offer the right man. 


insurance. Due expansion 


Position provides good salary, travel- 
ing exp and _pensi benefits. 
Company has an attractive line of 
protection for the public and unex- 
celled training program for repre- 
sentatives. 

The man selected will be between 
ages 30 and 42, and will have had 
successful experience selling either 
life or sickness and accident insur- 
ance — or both. 

In your reply, which will be held in 
strictest confidence, B give ex- 
perience, age, heal and marital 


status. 
Write Box Q-35 ‘ 
The National Underwriter 


175 W. Jackson Boulevard 
Chicago 2, Illinois 





New 
crease 
stride 
the lin 
servat! 
retiren 


Prud 
year 1 
policy ° 
The pr 
is inclu 
Follow: 
dividen 

An 
Age Pr 
30. $ 
31 ‘ 
32 ‘ 
33 ‘ 
34 ‘ 
35 { 
36 Cid 
37 1 
38 1( 
39 1] 
40 1 
41 p 
42 q 
43 15 
44 d 


~ 
o 
ad ee 


iJ— = Pinon 9 ie st fa ae TD 


uw 
to 
bo bobo bobo 


Manu 
new fiv 
up to a 
nearest 
term pe 
policy 1 
term pe 
versary 
converti 
time to 
rates th 
is 55; 
trative ; 





XUM 


1y 21, 1948 
———_—_— 
rsyl Rich. 
mn commit. 
ice depart. 


en Elect 
Nager My. 
id Rapids, 

Western 
¢ Accident 


‘as named 
ttle secre- 
ith Hart. 


yas elected 
ree years, 
utual Cas. 


eaker 


Charles B, 
Ity, Madi. 
| National 
Jnderwrit- 
alth insur- 
the Fond 
ssn. here, 
sales clinic 
1 the acci- 


peaker 
rk broker, 
luncheon 
Jnderwrit- 
Williams 


al Men 
fers Assn. 
meetings 
industrial 


attended, 
1 was in 
non Phil- 
ife. Vin- 
n Wilson, 
- Malone, 
nphasized 
business, 
not be li- 
1ately in- 
business, 


ager 


ted man- 
Washing- 
ana Uni- 
nati and 
doing en- 
Aeronau- 
1e joined 
S ago. 








May 21, 1948 


LIFE INSURANCE EDITION 


19 








=—— 


NEWS ABOUT LIFE POLICIES 





New England Mutual Raises 
Insurance Limits 


New England Mutual again has in- 
creased its insurance limits, a great 
stride since the early days of 1944 when 
the limit on one life was set at a con- 
servative $10,000. New limits for life, 
retirement income, double benefit, and 
the amount of risk under family income 
and mortgage riders are: 

Old Limits(m.) 


Ages at New Limits (for youngest 
Issue (m. & f.) age in group) 
1-9 $ 50,000 $ 20,000 
10-14 75,000 30,000 
15-19 125,000 50,000 
20-24 200,000 100,000 
95-45 225,000 150,000 
46-50 200,000 150,000 
51-55 150,000 100,000 
56-60 100,000 75,00 
61-65 50,000 35,000 
New Englander 2 and 3-Yr. Plans 
-19 $ 60,000 $ 40,000 
024 100,000 60,000 
25-50 150,000 150,000 
51-55 100,000 100,000 
56-60 75,00 75,000 


Five and 10-Yr. Tm., Tm. to 65, and 
New Englander 5-Yr. Plan 


15-19 $ 35,000 $ 20,000 
20-24 75,000 35,000 
25-50 100,000 100,000 
51-60 __ 75,000 75,000 
The new limit for renewable term is 
$50,000. Comparable increases have 


been made in special class limits. 





Prudential Brings Out 
5-Year Non-Renewable Term 


Prudential has announced a new 5- 
year non-renewable convertible term 
policy written at ages 30 to 60 inclusive. 
The premium waiver disability benefit 
is included. Minimum amount is $5,000. 
Following are premiums and illustrative 
dividends per $1,000: 


Annual Dividends—End of Year 

Age Prem. 2 3 4 5 

30 $9.01 $1.79 $1.86 $1.95 $2.03 
31 9.11 1.80 .88 1.97 2.06 
32 9.24 1.82 1.91 1.99 2.08 
33 9.42 1.84 1.93 2.02 2.12 
34 9.62 1.87 1.96 2.06 2.16 
35 9.87 1.89 2.00 2.11 2.22 
360 «10.15 1.94 2.04 2.16 2.28 
37s: 10.51 1.97 2.10 2.22 2.36 
38 =: 10.90 2.02 2.15 2.29 2.43 
3911.85 2.07 2.22 2.36 2.52 
40 =11.86 2.14 2.30 2.46 2.62 
41 12.43 2.21 2.39 2.56 2.74 
42 13.08 2.30 2.48 2.67 2.86 
43 13.81 2.38 2.59 2.79 2.98 
44 14.61 2.49 2.70 2.91 3.14 
45 15.52 2.59 2.81 3.05 3.30 
46 16.52 2.71 2.96 3.22 3.47 
47 =17.68 2.83 3.11 3.38 3.69 
48 18.86 2.98 3.27 3.59 3.90 
49 20.20 3.13 3.46 3.80 4.14 
50 = -.21.68 3.32 3.67 4.03 4.41 
51 23.30 3.50 3.89 4.29 4.69 
5225.11 3.71 4.14 4.56 5.02 
5327.07 3.94 4.40 4.88 5.37 
5429.23 4.19 4.70 5.21 5.73 
55 =. 33.11.58 4.47 5.02 5.57 6.13 
5633.55 4.77 5.36 5.96 6.60 
57 35.67 5.09 5.72 6.39 7.07 
58 = 37.96 5.43 6.14 6.86 7.60 
59 §=640.39 5.83 6.58 7.37 8.18 
60 42.96 6.23 7.06 7.92 8.81 





Manufacturers Issues Five 
Year Renewable Term 


Manufacturers Life has announced a 
new five year term contract, renewable 
up to and including policy anniversary 
nearest age 60. If the last full five year 
term period. expires after age 60, the 
policy may be renewed for a further 
term period ending at the policy anni- 
versary nearest age 65. This contract 1s 
convertible as of attained age at any 
time to any life or endowment plan at 
rates then in effect. Maximum issue age 


is 55; minimum policy, $5,000. Illus- 
trative annual premiums are: 
Prem. Prem. 
Ann. with Ann. with 
Age Prem. Waiver Age Prem. Waiver 
20 $6.30 $ 6.89 45 $12.90 $15.20 
25 6.55 7.28 50 18.33 21.64 
30 7.10 8.02 55 26.80 31.68 
35 8.14 9.34 60 39.11 ae 
40 9.93 11.56 64 45.82 
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Southland Life Revises 
Term Rates 
Southland Life has revised term 


rates, with decrease at younger ages. 
Family income riders for $10, $15 or 
$20 per $1,000 for periods of 10, 15 and 
20 years with premiums payable for 8, 
12 and 16 years, respectively, were in- 
troduced. Juvenile rates and settlement 


options also were revised. Illustrative 
rates are: 
mies AR Es iS do 
ag uP he ES ES zs 
55 HS HS HO fe fhe 
SS ee ee ok” ae 
Sm 2 a oO 
< wh AR AZO Se RE SE 
20 $5.92 $ 6.24 $ 6.56 $ 4.40 $ 3.38 $ 1.75 
25 6.16 6.51 6.96 5.08 4.24 2.13 
30 «6.47 7.09 7.62 6.34 5.57 2.71 
35 = 7.27 8.36 9.16 8.64 7.58 3.59 
40 8.95 10.61 11.71 11.91 10.64 4.94 
45 11.80 14.61 15.93 18.19 15.27 7.00 
50 16.81 21.01 22.25 .... 1... 10.15 
55 24.69 30.83 ... 14.95 
60 36.50 ... Seay aet 


Beneficial’s Single Premium 
CSO 21/,% Rates Given 


_ Illustrative rates for Beneficial Life’s 

single premium policies, which are on 

CSO 2u%% basis, are: 
1 





15 20 End. 
Yr ¥r. Yr. Age 
Age Life End. End. End. 65 
1 $300.00 $855.00 $766.00 $688.00 $331.00 
5 314.0 55.00 766.00 688.00 349.00 
10 339.00 855.00 766.00 688.00 379.00 
15 370.00 855.00 766.00 689.00 15.00 
20 404.00 855.00 767.00 691.00 456.00 
25 442.00 56.00 768.00 693.00 499.00 
30 482.00 857.00 770.00 697.00 547.00 
35 525.00 858.00 773.00 703.00 601.00 
40 572.00 860.00 78.00 711.00 659.00 
45 621.00 862.00 784.00 724.06 724.00 
50 672.00 867.00 794.00 741.00 794.00 
55 724.00 873.00 808.00 765.00 873.00 
60 776.00 882.00 827.00 796.00 Se 
65 825.00 894.00 852.00 833.00 
7 871.00 910.00 883.00 873.00 
s es s J 
Knights Life Limits Shown 
Knights Life insurance limits on male 
lives now are: 
Ages — Ages bis Ages bar 
15-20 30,000 46-50 55,000 57-58 30,000 
21-25 45,000 51-53 45,000 59-60 20,000 
26-45 60,000 54-56 35,000 088 


Limit of insurance that may be in 
force on a woman’s life ordinarily is 
$10,000. Limits under juvenile poli- 
cies for both males and females are: 
Ages 0-5, $5,000; 6-10, $10,000; 11-14, 
$15,000. 


Lists Retirement Plans 


Complete sales data for Northwestern 
National Life’s full line of retirement 
policies arranged for ready reference is 
presented in the new edition of the 
company’s book, “Retirement Plans.” 
An unusually wide selection of results 
at maturity is shown for each type of 
contract, displayed separately for each 
age of issue. For example, on one 
policy the insured may retire at any age 
between 50 and 75. This range in choice 
of retirement age is in line with the 
company’s study of policyholders’ atti- 
tudes, which indicate a trend in public 
desire for more flexible plans for old 
age. 


To Issue New Rate Book 


Central Assurance of Ohio will soon 
issue a new rate book for use with new 
policies on the CSO basis. Besides the 
standard forms there will be juvenile 
contracts giving full benefits at age 1 
and several new special life contracts. 


N. E. Mutual Leaders Meet 


Executive committee meetings of New 
England Mutual Life’s General Agents 
Assn. and Leaders Assn. were held at 
the home office. Conduct of policyhold- 
ers service months and the programs 
for the regional conventions in the fall 
were discussed. 

The committee representing General 
Agents Assn. was made up of Benjamin 








W. Davis, Richmond, president; Ed- 
ward G. Mura, Kansas City, secretary; 
Linwood Butterworth, Atlanta; H. G 
Swanson, Chicago, and ‘H. Arthur 
Schmidt, New York. 

Representing the Leaders Assn. were: 
Lowell D. Crandon, Newark, president; 
Richard T. Willis, Manchester, vice- 
president; Owen P. Jacobsen, New 
York, secretary; B. H. Micou, Detroit, 
treasurer; R. Newman, St. Louis, 
immediate past president; W. F. Scar- 
borough, Philadelphia, and G. N. Bear- 
den, Los Angeles. 


Coutret New President of 
San Antonio Association 


San Antonio Assn. of Life Underwrit- 
ers elected Henry Coutret, Ohio Na- 
tional Life, president; Francis C. Sulli- 
can, American Hospital & Life, vice- 
president; Jack L. Ballard, Minnesota 
Mutual Life, secretary; Jack Foster, Re- 
liance Life, treasurer. 

George P. Montgomery, Houston 
manager of Great National Life, spoke 
on “Life Insurance Has to Be Sold 
Hard.” He regards G.I. insurance and 
social security as the best possible ap- 
proaches. He declared that if the agent 
sees five people each day and has a rea- 
son for seeing them he will succeed. He 


stated that he has never failed to rein- 
state G.I. insurance and that this work 
has been a valuable source of sales. He 
said that three things are essential for 
him in making a sale. These are get- 
ting his foot in the door, an explanation 
of why the man needs life insurance, and 
a favorable reaction within five to eight 
minutes when he calls. He has had a 
production of $500,000 each for the two 
‘years he has been in the business, with 
moderate sized policies, and no lapses. 


Southland in A. & H. Field ~ 


Southland Life has entered the A. & 
H. and hospitalization field and has ap- 
pointed Ward W. Dasey, Jr., formerly 
assistant to the president of National 
A. & H. of Philadelphia, as manager of 
the new department. The company 
will offer a full line of policies and com- 
plete brokerage facilities. 


Prudential Transfers Engel, Ellis 


_ William J. Ellis, manager of Pruden- 
tial district 10 in Brooklyn, has been 
transferred to Brooklyn district 2. He 
succeeds Frank J. Engel who takes 
charge at Jamaica. 


Marilyn Griffiths of Peoria has joined 
Illinois Assn. of Life Underwriters as 
assistant secretary. 








Paratieling our interest in 
our Policyowners is our in- 
terest in our Field Associates 
THE OHIO NATIONAL LIFE 
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Kelley Urges Reciprocity 
Between Agency Recruiters 


Howard Kelley, general agent of Mas- 
sachusetts Mutual at Chicago, told the 
Chicago Life Agency Supervisors Club 
that their organization should draw su- 
pervisors close enough together, so that 
they refer prospective agents to each 
other. In a number of cases a pros- 
pective agent will want to get a broad 
spread of contact among the agencies 
in town, he said. A man who has 
looked over what the other life com- 
panies have to offer will be a satisfied 
worker when he has chosen the one 
which suits him best. Then, too, the 
supervisor who finds he cannot reach 
an agreement with a prospective agent 
will be doing the industry a_ service, 
when the man is a good one, if he re- 
fers him to some of the other agencies. 
In this way, a man who might be lost 
to the life insurance industry will be 
gained. Each agency has its own par- 
ticular requirements. Because a. pros- 
pective agent does not answer the needs 
of one agency does not mean that he 


would not be good timber for another. 

Mr. Kelley, who had considerable re- 
cruiting experience as an assistant gen- 
eral agent for his company in Los 
Angeles, believes in being very selective 
in the process. He says that careful 
supervision can improve the perform- 
ance’ of almost any man, but if the 
agent was not a good prospect in the 
first place, no amount of supervision 
will make him a good producer. Mr. 
Kelley always insists on meeting the 
prospective agent’s wife to determine 
her attitude toward the job and the 
home environment. He always checks 
personally the references which the 
prospective agent gives. 

The speaker said his best recruits 
have come through his associates who, 
being men of the kind he would like 
to have in his home, know other men 
of the same type. Direct mail to help 
policyholders followed by personal con- 
tact is another source of agent material, 
he said. 

Mr. Kelley declared that the agent 
who starts off thinking he will not call 
on his friends soon revises this approach 
if he is to be successful in prospecting 
and selling. He advised against financ- 
ing new men, saying that the supervisor 
or manager should hire men with finan- 
cial reserve. Mr. Kelley’s agents are 




















MUTUAL TRUST LIFE 
INSURANCE COMPANY 
Chicago 


One of the Lowest Net Cost 
Companies in the United States 
ORDINARY LIFE 

Minimum $5,000 — Maximum $100,000 
Age Limit 1 to 55 


20 Year Annual Net 








Annual Cost per $1,000 
Premium Present Dividend Scale 
Age Per $1,000 (Not Guaranteed) 
1 $11.33 $1.72 
5 11.78 81 
10 12.76 25 
15 14.14 —. 
20 16.11 —.17 
25 18.53 —.13 
30 21.55 23 
35 25.34 1.19 
40 30.15 3.06 
45 36.37 6.21 


“Nothing Better In Life Insurance” 

















$300 to °6°° single 


1000 Rooms — 1000 Baths 








WHERE YOUR COMFORT COMES FIRST 


Write for booklet NUL. 


Single room with path from $3.00 
Double room with bath from $5.00 













Prince George Hotel 


at 14 East 28th Street New York 16, N.Y. 


Viuamager 


Charles I 





Rogers, Jr. ~. 


all taugh proficiency with a slide rule, 
which saves time in their interviews and 
impresses clients with their professional 
status. 





Utah Managers Stage Forum 


SALT LAKE CIT Y—The May meet- 
ing of the Utah Life Managers Assn. 
featured a four-man forum who dis- 
cussed problems of building a new or- 
ganization. R. E. Florian, Aetna Life, 
was moderator. O. P. Kernodle, Penn 
Mutual, association president, presided. 
W. R. Davis, ITI, director of agencies 
Commonwealth Life, discussed selection 
and financing of new agents. E. F. 
Davy, Home Life of New York, favored 
the use of financing plans for selection, 
training and morale building. 

John S. Kerns, Northwestern Mutual, 
said that too often managers rush their 
selection because of competition from 
other firms offering the man under con- 
sideration employment. 

H. S. McConachie, agency vice-presi- 
dent American Mutual, declared that 
periodical home office schooling was 
helpful’ but a training program covering 
the first 13 weeks was absolutely essen- 
tial. 


Gravengaard at Dallas 


Members of the Dallas Life Under- 
writers Assn. were guests of the Texas 
Leaders Round Table at a seminar at 
which H. P. Gravengaard, editor of the 
Agent’s Diamond Life Bulletin Service, 
talked on business insurance. Mr. 
Gravengaard pointed out that business 
is composed of property, which is cov- 
ered by insurance, labor, which is 
covered by workmen’s compensation 
but management is all too infrequently 
covered by business insurance. f 

Speaking at the Dallas association 
luncheon, Mr. Gravengaard emphasized 
that agents should develop the poten- 
tialities of which they are capable. 


Minneapolis Cashiers Meet 


Sheriff Ed Ryan of Hennepin county 
was the speaker at the May meeting of 
the Minneapolis Life Agency Cashiers 
Assn. Plans were completed for the 
joint dinner meeting with the St. Paul 
cashiers group, and the wives, husbands, 
and general agents in both organizations 
May 25 at Minneapolis Golf Club. 


Hold Columbus Dinner 


The annual dinner of Columbus, (O.) 
Life Managers & General Agents was 
held May 20. Prof. Wilson R. Dumble 
of Ohio State University was the 
speaker. 


Stancliff Houston Head 


The new president of Houston Assn. 
of General Agents & Managers is Fred 
J. Stancliff, general agent of Volunteer 
State Life. 











To Address Pittsburgh Supervisors 
Hugh Kemp, vice-president of Peo- 
ples First National Bank & Trust, Pitts- 
burgh, and former Pittsburgh manager 
of Connecticut General Life, will ad- 
dress the Pittsburgh Life Supervisors’ 
Club May 24 on “Improving Relation- 
ships Between Life Underwriters, the 
Legal Fraternity and Trust Officers.” 





Southland Has Term Rider 
Hear Public Relations Talk 


Southland Life will now issue a 20- 
year term rider as part of any of its 
principal plans of insurance and has 
made available a new family income 
rider under which income may be pro- 
vided for periods of 10, 15 or 20 years. 
Juvenile contracts have been modern- 
ized with premium payor insurance and 
the full coverage at age 1. The new 
policy and the company’s A. & JH. pol- 
icies, a field which it has just entered, 
were explained to managers and super- 
visors in a meeting at the home office 
and subsequently to agents at regional 
meetings. 





COMPANIES 


Occidental’s Ordinary in 
Force Passes a Billion 


Occidental has passed the $1 billion 
ordinary in force mark. Total ordinary 
in force was $1,018,395,044 at the end 
of the first quarter. Group business jp 
force had, at the same time, risen to 
$646,260,901, bringing Occidental’s to. 
tal life insurance in force to $1,664,655,. 
845. The increase in force for the first 
three months of the year, including both 
group and ordinary, was $87,156,969, 
Occidental is the first life insurer op 
the Pacific Coast to achieve a billion 
dollars of ordinary in force. First quar. 
ter ordinary paid business topped $72 
million, an increase of 24.4%. 


Interstate L. & A. Plans 
New Home Office Building 


CHATTANOOGA—Interstate L. & 
A. is planning to erect a new home office 
building at an estimated cost of $1,750- 
000. The company will use about two. 
thirds of the space, renting the remain- 
der until needed. Recreational facilities 
for employes will be included. Plans 
provide for later erection of a 10- to 12. 
story tower. 











To Drop Second Notice 


Mutual Benefit Life has authorized 
its agents to discontinue sending second 
premium notices, in view of results ob- 
tained through experiments in_ test 
agencies, although the change is op- 
tional with general agents. Agencies 
electing to discontinue the second no- 
tices will enclose a printed form with 
first notices until all policyholders have 
been apprised of the change of prac- 
tice. General agents will furnish to 
agents notices of non-payment of pre- 
miums near the expiration of the grace 
period. Mutual Benefit is also intro- 
ducing a new series of conservation 
forms to replace the letters formerly 
recommended for use. 





Pioneer Reinsures Ind. Mutual 

Pioneer Life of Rockford has rein- 
sured the entire business of Indiana Mu- 
tual Life of Indianapolis. Pioneer is 
now actively building an agency organ- 
ization in Indiana. : 





“Post” Credits Manufacturers Life 

The “Saturday Evening Post” for 
May 15 in an article on diabetes says 
that “appropriately, the first company 
to take a chance on diabetics was the 
Manufacturers Life of Toronto, the city 
where Banting and Best made their his- 
toric discovery of insulin in the sum- 
mer of 1921.” 


State. Mutual Has Group Paper 


State Mutual Life has brought out the 
“Group Reporter,” published by _ its 
group department, which carries news 
to enable the field force to become bet- 
ter acquainted with the group depart- 
ment and group developments. It is 4 
four-page publication with illustrations. 


N. E. Mutual Passes $21/2 Billion 
New England Mutual has passed the 


2% billion in-force mark. H. D. Wheeler, 
Duluth supervisor of the St. Paul 


agency, sold and delivered the policy 
which put the company over the mark. 
New England has doubled its insurance 
in force in the last 16 years. 








10,000 Insurance Trainees 


More than 10,000 veterans are training 
in the insurance field under the GI bill, a 
veterans administration survey discloses. 

The 10,431 insurance trainees include 
2,255 enrolled in insurance courses i 
educational institutions; 7,803 training 
on-the-job as salesmen, and 373 taking 
job training as clerks. 
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Claim Assn. Ge f 
politan Life, is vice-president; A. Rob- 
ert Appelquist, Bankers L. & C.,, secre- 
tary; Allen Geffinger, North American 
Accident, treasurer; R. W. Abbott, 
Sterling; E. A. Ruehrdanz, Retail Credit 
Co, and F. R. Thomas, North Ameri- 
can Life, executive committee members. 





CHICAGO SELECTION MEN ELECT 


The Chicago Home Office Life Un- 
derwriters Assn. has elected Theodore 
Brash, Continental Assurance, presi- 
dent; Clifford H. Davison, Mutual 
Trust, vice-president and Arthur Lea, 
Country Life, secretary-treasurer. Mr. 
Brasch has appointed George A. Wolfe, 
Continental Assurance, as program 
chairman, Paul Schweibert, United In- 
surance, membership chairman, and 
Bernard B. Rogers, Washington Na- 
tional, publicity chairman. 

O. E. Crook, chief underwriter of 
Washington National gave a talk on the 
$1 million five-year term policy which 
Washington National recently issued on 
Dr. George S. Benson, president of Hard- 
ing College at Searcy, Ark. Following 
this there was a case clinic. The next 
meeting will be in September. 


FITZGERALD TO SPEAK JUNE 9 


Edmund Fitzgerald, president North- 
western Mutual, will address the Chicago 
Life Underwriters Assn.’s annual meet- 
ing to be held June 9 at noon in the 
grand ballroom of the Hotel La Salle. 
His subject will be “Life Insurance 
Stays in Front.” 


RECORDS 


BANKERS LIFE OF 10WA—April new 
business was $11,619,457, of which $10,- 
411,886 was ordinary. For the first four 
months volume was $42,687,000 of which 
$39,092,000 was ordinary. 

MUTUAL BENEFIT LINE — April 
showed a $4 million increase and the 
first four months were $77,180,789 as 
ae $68,338,794. 

rd. 











WESTERN RESERVE LIFE—April, 
which honored President Arthur Ashford, 
brought the largest volume of business 
that has been produced in any one month 
in the company’s history, $1,700,000. April 
19, his birthday, showed the best one- 
day production in the history of the 
company. 

San Francisco agency, Mutual Life— 
Led in volume of insurance sold in April. 
New Orleans was second, Portland, Ore., 








All figures are for ordinary unless desig- 
nated (G) for group or (I) for industrial. 
New business figures include business revived 
_ increased as well as new business paid- 
or. 


New Business In Force 

Acacia Mutual ..... 4,720,991 18,598,564 
Aetna Life ........ 5,765,766 58,775,083 
(G) 42,725,225 121,569,817 

Bankers of Iowa... 12,409,536 93,822,665 
(G) 4,025,210 4,550,032 

Ben. Assn. Ry. Emp. 14,256 14,256 
Business Men’s .... 3,045,173 9,845,452 
(G) 759,882 1,282,403 

Central of Iowa.... 9,156,882 70,523,713 
Conn. General ..... 3,147,713 13,388,483 
(G) 5,628,819 7,131,577 

Conn. Mutual ..... 2,568,453 19,260,918 
Continental Assur... 5,569,365 30,118,890 
(G 6,373,315 15,412,413 

Cuna Mutual ...... 65,907 279,066 
2,339,172 6,657,553 

Equitable of Iowa.. 83,500 83,500 
Equitable Society... 20,048,172 136,910,610 
(G) 39,300,468 104,201,168 

Expressmen’s Mut.. 36,062 615,886 
Prem. cccccsvecs 4,716,042 23,164,109 
Great Northern 2,778,892 21,064,127 
3) 5,700 22,500 

Guardia® ..cccceceve 2,326,958 13,822,047 
John Hancock ..... 8,462,818 42,428,629 
(G) 9,555,430 21,463,508 

(1) 3,752,717 20,791,395 

Kansas City ....... 2,412,155 20,092,094 
Lincoln National .. 18,355,402 85,025,654 
(G) 595,500 1,260,500 

Loyal Protective .. 192,075 797,233 
Lutheran Mutual 4,506,078 18,678,249 
Mass. Mutual ...... 5,439,720 47,678,249 
(G) 104,000 138,000 

Metropolitan ....... 34,301,878 340,062,605 
(G) 54,728,698 152,690,391 

(I) 14,488,033 194,648,933 

Minn. Mutual ...... 747,612 1,909,709 
(G) 16,000 44,000 

Mutual Benefit .... 4,434,779 31,432,208 
Mutual, N. Y....... 8,601,289 110,990,746 
Mutual Service .... 1,520,025 5,594,870 
(G) 1,784,252 4,914,106 

Mutual Trust ..... ° 5,863,637 37,360,521 
National Guardian... 11,442,310 82,548,217 
National of Vt..... 1,902,125 10,393,534 
New England Mut.. 5,210,540 58,968,326 
New World ....... 4,324,007 15,269,463 
New York Life..... 31,019,244 294,340,804 
North Amer., Ill... 4,485,738 17,357,931 
North Amer. L. & C. 6,412,810 21,124,126 
(G) 145,916 269,916 

Northwestern Mut... 38,942,835 467,131,500 
Old Line Life...... 11,775,554 86,675,919 
(G) 16,822 194,984 

Old Rep. Credit.... 3,407,822 3,410,966 
Pacific Mutual ..... 21,815 866,189 
Paul Revere ...... 1,053,834 7,017,366 
Penn Mutual ...... 6,370,403 47,741,229 
Phoenix Mutual 3,472,062 16,518,610 
Provident L. & A... 478,877 2,205,734 
Provident Mutual .. 1,805,996 14,999,596 
Prudential ......... 45,590,925 418,514,950 
(G) 43,740,260 122,593,501 

(1) 14,884,123 214,267,762 

Security Mut., N. Y. 2,014,146 9,614,241 
(G) 36,000 139,000 

State Mutual ...... 379,413 2,313,037 
State Life Fund .... 217,500 3,643,385 
Travelers .......++:. 6,435,781 68,015,808 
(G) 25,627,935 74,697,732 

Union Labor .......- 27,049 544,501 
(G) 3,560,650 8,968,050 

United Benefit 1,924,713 8,681,325 





claim department. 


Salary open. 





SPLENDID OPPORTUNITY FOR 
‘CLAIM MAN 


California company writing life — health — 
accident has position open for manager of 


Must be experienced and competent. 


Write 9-42, The National Underwriter 
175 W. Jackson Boulevard 
Chicago 4, Illinois 
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Figures for 9 Companies 
Omitted from Ohio Table 


In compiling the tabulation of busi- 
ness written in Ohio in 1947 and in force 
at the end of the year, which appeared 
in the April 23 issue, nine companies 
were inadvertently omitted. The fol- 
lowing table gives the figures for these 
companies. No business was reported 
by Baltimore Life or Reserve of Texas, 
both of which were admitted late in the 
year. Addition of the nine missing 
companies business raises the Ohio total 
of 1947 new business by $333,895,039, 
bringing it to $2,211,465,045, and raises 
the business in force by $2,170,976,527, 
bringing it to $12,246,013,912. 


New Business In Force 
Equitable of Iowa... 8,456,890 96,373,494 
Farmers, Ia......... 635,685 680,966 
Federal L. & C...... 25,000 297,500 
Federal, Illinois .... 6,000 918,828 
Cars  besgea 400 
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A. R. Klein agency, Chicago—Ranked Washington Nat.... 3,186,767 12,726,074 Great-West ........ 1,516,282 3,917,821 

third among Home Life of New York (G) 1,456,250 3,210,808 (G) 138,262 1,630,685 

agencies for April. (D 6,081 14,293 Guardian, N. Y...... 1,759,602 23,164,904 

Pakaadh snbliei ile 2 Wisconsin Life ..... 6,130,803 37,959,626 Lincoln Nat'l ...... 31,265,548 169,122,248 

—— s Wisconsin Nat. 4,361,168 38,129,690 (G) 8,201,000 7,275,500 

RLEY HEADS C “ . en eerce. 167 Philadelphia ....... 233,835 1,061,205 

MERLEY HEADS CLAIM MEN Wisconsin Prudential ......... 123,428,238  1,004,098,471 

K. L. Merley, counsel of Federal Life, Total Ordinary....368,675,373  2,999,171,831 (G) 120,413,177 277,632,152 

b Sechad siesubaas of Chl ” Total Group.......242,525,504 654,411,959 (1) 42,815,530 684,802,352 
has Deen ¢€ ed president oO icago 1947 Figures Total Industrial .. 33,131,954 429,722,550 

George M. Kae, Metro- Total All Classes. .644,332,831  4,083,306,340 | Totals (including Ohio figures previously 


published) 
Ordinary... .930,971,308 
Total Group ..... 1,021,785,391 
Total Industrial ..258,708,346 
Total All Classes. 2,211,465,045 


Seeks RFC Aid to Meet 
Loan Payment to Insurer 


To avoid default in a $1,100,000 May 
28 payment due Equitable Society on a 
$40 million loan, T.W.A. has asked the 
Reconstruction Finance Corp for a $10 
million loan. Pierson, the air- 
line’s chairman, informed the RFC that 
if the T.W.A. defaults, the entire loan 
and $8 million of other loans will be- 
come due and payable immediately. 
T.W.A. is controlled by Howard 
Hughes, west coast motion picture pro- 
ducer and manufacturer. 


7,685,538,014 
2,500,105,907 
2,060,369,990 
12,246,013,912 


Total 


Liam Long, Columbus Mutual Life, 
addressed Toledo Life Agency Cashiers 
Assn. at its May meeting. 
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SOMETHING 


“Eas are days when buyers expect a simple 


Perhaps that’s why they’re fast making Occiden- 
tal’s new Income Protection plan a best seller. 


When a man tells how much more income his 
family will need and for how long, one look 
at the rate book tells how little it will cost him. 
No fancy figuring needed. 


This plan pays any selected income for any 
selected period of 10 to 50 years. It will pay a 
diminishing income if desired. It can be sold 
with or without a chassis policy. 


That's the whole story of Income Protection 
so simple that buyers forget to say “no”. 
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V. H. JENKINS, Senior Vice President 


“WE PAY AGENTS LIFETIME RENEWALS — THEY LAST AS LONG AS YOU DO” 
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Actuarial Society Approves Merger, Reelects Officers 


(CONTINUED FROM PAGE 1) 





tuaries must be alert for opportunities 
to increase their knowledge and broaden 
their viewpoint. The record of past 
accomplishments should not make the 
actuaries complacent about the future, 
he said, for old problems become more 
complex in our ever-changing economy, 
while new fields are continually being 
opened to actuaries as for instance 
through the introduction of new forms 
of group insurance and social insurance. 
Mr. Bassford also took occasion to 
suggest the desirability of making a 
thorough review of actuarial post-gradu- 
ate educational activities as has been 
done in educational work for students. 
“The remarkable expansion in the 
scope of our efforts and in the economic 
and social areas which affect our work 
has made it necessary for us to keep in 
touch with developments in many fields,” 
he said. “Increasing specialization 
within the profession has made some 
of us lose contact with the actuarial 
thought beyond the range of our imme- 
diate work. Other professions have been 
experimenting with new methods of 
post-graduate programs which may sug- 
gest how our situation could be im- 





A JUVENILE'S 
APPRAISAL 


We are letting a juvenile 
member of Royal Neighbors of 
America write this advertise- 
ment. 


In appraising her member- 
ship in Royal Neighbors of 
America she wrote: 


“Training received in our 
Royal Neighbor juvenile camps 
develops honest, successful, self- 
reliant and trustworthy citizens. 
Juvenile ritualistic work and 
activities develop leadership: 


“Royal Neighbor juveniles 
are taught to be kind and help- 
ful. They are urged to call 
upon those who are sick and in 
distress and so help to lighten 
their burden. In doing these 
things they serve mankind and 
in turn their country. And last, 
but not least, the society pro- 
vides valuable life insurance, 
based on the lesson of thrift, 
and a free health service.” 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 








Members 


147,353 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 








proved. I feel that improvements in our 
post-graduate education can be made by 
further study of the problems involved.” 

Mr. Bassford reminded the members 
of the approaching centenary of the 
Institute of Actuaries of Great Britain 
and the debt all actuaries owe to the 
founders of the institute for establishing 
a professional body which set a stand- 
ard for those qualified to practice that 
profession. When the Actuarial Society 
was founded the institute was taken as 
its model. 


INFANT MORTALITY 


Infant mortality in the first year of 
life has been strikingly low in recent 
years among insured infants, with big 
city policyholders regardless of their 
location showing a better health rate 
than those in small towns, Richard J. 
Learson, vice-president and actuary of 
Western & Southern Life, said. The 
death rate among insured infants was 
only about one-third that for all U. S. 
infants in their first year. 

Mr. Learson ascribed the better rec- 
ord of the big cities, even though it in- 
cludes slum areas, to the broad avail- 
ability of prenatal and hospital mater- 
nity care for all income groups. Pneu- 
monia was shown to be the leading 
cause of death among the insured in- 
fants. Most of the policies issued on the 
infants in the group studied were for 
$1,000 final benefit rated up from the 
initial benefit, the over-all average being 
$1,100, with 90% of all policies being on 
the 20-payment life plan and the other 
10% being endowment policies. 


Immediate Annuities 


The joint committee on mortality an- 
nounced the completion of a mortality 
investigation covering experience from 
1941 to 1946 under immediate annuities 
purchased through individual contracts. 
This investigation covers the most ex- 
tensive amount of such annuity data 
ever studied at one time. As further evi- 
dence of the care exercised by purchas- 
ers of annuities mortality is lighter 
among holders of straight annuities than 
among those whose contracts guarantee 
some minimum number. This differ- 
ence was much more pronounced among 
men than women. 

In comparing this experience with 
mortality under corresponding life in- 
come options elected by beneficiaries of 
life policies at the death of insured, it 
was brought out that the mortality 
among these beneficiaries is even lighter 
than among purchasers of annuities. 


INTEREST EARNINGS 


M. A. Linton, president of Provident 
Mutual, said the recent reduction in the 
fees paid for obtaining and servicing 
mortgage loans has resulted in an in- 
crease in the net yield to the companies. 
The low point of the interest rate on top 
grade corporate bonds seems to have 
been reached in March, 1946. After an 
increase of approximately .3%, most of 
which occurred late in 1947, the rate has 
slipped back slightly and is now about 
.2% above the low point. There is a 
dearth of capital in the world today and 
the demand for capital is pressing. Such 
a condition would normally lead to an 
increase in interest rates but govern- 
ments can now exert pressure on the 
banking systems of the nations and 
thereby tend to prevent the normal in- 
crease. The Life Insurance Assn. of 
America is now conducting an extensive 
research into the accumulation of capi- 
tal. It is to be hoped that the associa- 
tion will also study the demand for cap- 
ital, he said. 

President A. A. Rydgren of Continen- 
tal American looks for a slight increase 
—say .1%—in net rate of interest to be 
earned by life companies in the near fu- 
ture. However, in a depression the net 














, return will drop badly. 


D. N. Warters, Bankers of Iowa, said 
there still seems to be an ample supply 
of mortgages, both conventional and 
FHA and GI types. The companies 
have been reducing the premiums paid 
for mortgages. This has resulted in 
much shopping around by loan corre- 
spondents. 

Discussing the rising tendency of ex- 
penses, L. Menagh, vice-president 
and comptroller of Prudential, said that 
a solution to the problem is part of the 
duty of the actuary, and suggested a pa- 
per on expense control be presented at 
an early meeting. C. O. Shepherd, actu- 
ary of Travelers, reported a large in- 
crease in overhead expenses 1941-1946, 
about half of which was due to increased 
volume. 

It is necessary to break down ex- 
penses between first year and renewal, 
W. J. November, Equitable Society, 
commented. Analysis of first year ex- 
penses indicated that they shad not 
greatly increased but that the renewal 
expense rate has been climbing since 
1943 and is not offset by the increase in 
average size of policy. 


Volume Offsets Cost Rise 


The increase in new insurance has to 
a considerable extent offset rising costs, 
M. Gelles, associate actuary of Mutual 
Life, suggested. 

W. H. Schmidt, assistant actuary Mu- 
tual Life, indicated that first-year lapse 
rates for new men were considerably 
higher than for old agents due in part to 
the tendency of the new men to write 
business on the fractional premium 
basis. 

J. R. Larus, vice-president and actu- 
ary Phoenix Mutual, confirmed the gen- 
eral experience that lapse rates are tend- 
ing to increase and that persistency of 
business produced by new agents is con- 
siderably poorer than business produced 
by more experienced men. 


Social Security Report 


Mr, Linton spoke of the report to the 
Senate finance committee by the advis- 
ory council on social security on pro- 
posed changes in the old age and sur- 
vivors insurance in the social security 
act. “In the last analysis the security of 
the individual depends on the success of 
industry and agriculture in producing an 
increasing flow of goods and services,” 
he said. 

Opinion in favor of retaining the $3,- 
000 base stressed that the change to the 
new base would benefit the well-to-do, 
not the needy, and would be granted for 
many years without being covered by 
the additional taxes, Mr. Linton said. 
Extensive changes would have to be 
made in private pension plans covering 
about 10 million employes which are 
now integrated into the present base. 
Unemployment insurance and old age 
and survivor insurance now have the 
same tax base. A change in one would 
greatly complicate record keeping. 


When higher price levels do require a 
change there should be no favoring of 
the well-to-do. 

Opinion in favor of increasing the 
base to $4,800 pointed to an increase 
since the original base was set of more 
than 60% in the consumer’s price index, 
“If one were to accept the argument 
that the wages credited for benefits 
should not be increased above $3,000 q 
year because so doing would increage 
the benefits of persons receiving aboye 
$3,000 a year by a larger percentage than 
those of persons receiving below $3,009 
one would be committed to permanent 
retention of the $3,000 limit no matter 
how high prices and wages might go,” 








GROUP COVERAGE 


A substantial volume of insurance 
would immediately be created by the ex. 
tension of survivor benefits mentioned 
in the report of the social security coun- 
cil, D. C. Bronson, actuary of the Wyatt 
Company, Washington, said, and he 
called attention to the advisory council's 
feeling that the report should be ac. 
cepted as a whole or rejected as a whole, 
He felt there was great danger if some 
parts were accepted without due consid. 
eration to the report as a whole. 

Albert Pike, Jr., actuary of Life Insur. 
ance Assn. of America, enumerated the 
proposed changes in section 4 of the 
commissioners’ model group life bill 
There is a big step between incorporat- 
ing the changes in the model Dill and 
getting it into the statutes of the states, 
he said. He called attention to the re- 
cent change in New York under which 
group insurance on trade associations is 
permitted. 


Writing in Rhode Island 


Prudential has practically discontin- 
ued A. & H. business in Rhode Island, 
where there is a state monopolistic plan, 
E. B. Whittaker, vice-president of that 
company, said. his is because any 
such insurance would be superimposed 
on the amount provided under the 
state plan and would necessarily be of 
small amount. These small amounts 
probably would not justify the expense 
of administration. Also under the state 
plan the dealings are directly between 
the state and the employe, and the em- 
ployer does not know whether an em- 
ploye is receiving benefits or not. The 
employe might be disturbed by any dif- 
ference between a lax administration of 
the state claim payment and a sound 
administration of the supplementary in- 
surance company claim. 

In addition, he said, there is the evef- 
present danger of an increase in ben- 
efits provided by the state plan resulting 
in overinsurance, as it would be difficult 
immediately to reduce the amount 0 
insurance provided by the insurer. 

Mr. Whittaker also pointed out the 
necessity of having extension 4 in the 
model group bill because of the enact 
ment of the Taft-Hartley law, which re 
quires uniform treatment of union and 
non-union employes of the same em- 












bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 
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Organized in 1898 
Forty-Eight Years of Insurance and Fraternal Service 
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hange of requiring an average of five 
fives per employer was sound generally 
he thought there should be a specific 
exception to this rule in cases where 
collective bargaining entered into the 
icture. There are a few collective bar- 
gaining cases where the average number 
of employes per employer is less than 
fve and these should be covered. Pru- 
dential has written coverage on auto- 
mobile associations in about a dozen 
states With an average of ten lives for 
each employer. He pointed out the 
dangers Of issuing more than $5,000 of 
group insurance on any one life in such 
association cases. The contracts in such 
cases should contain severe cancellation 
provisions effective in the event there 
were a substantial number of employers 
withdrawing from the group contract 
in future years. 


Crosser Amendments 


Morton D. Miller, assistant actuary 
Equitable Society, cited the Crosser 
amendments to the railroad retirement 
act as a further illustration of state 
monopolistic plans. It is difficult to get 
across to some employers the effect of 
superimposing benefits, and the neces- 
sity of imposing overall underwriting 
limits to the amount of cash income in 
event of sickness. He cited some ex- 
perience which definitely indicated a 
higher morbidity rate when large super- 
imposed benefits were granted. 

The experience of Aetna Life with 
the group plan under which the em- 
ployes’ contributions buy paid-up insur- 
ance and the employers’ contributions 
provide the balance of the coverage on 
a term basis, was discussed by R. G. 
Espie, assistant actuary. The first policy 
was issued about seven years ago. The 
war prevented development of ‘the class 
but since the war with adequate staff 
it has been sold in satisfactorily increas- 
ing volume. While he does not feel 
that this form of insurance will ever re- 
place term completely, he feels that it 
does have a definite place in the group 
field. It is intended to be sold to a 
desirable group of employers since it 
involves higher payments and perma- 
nent insurance. In general it is sold 
to employers with adequate funds who 
are advanced thinkers in the field of 
employe benefits. Use of the plan as 
2 part of a retirement plan should be 
strictly discouraged. The values built 
up in the paid-up insurance are to pro- 
vide insurance after retirement and not 
pensions at retirement. The problems 
of integrating the administration of this 
type of coverage into a system already 
built up for administering term insur- 
ance are many and require considerable 
advanced study, he said. 


Small Employer Groups 


John P. Dandy, Occidental Life, pre- 
sented a discussion prepared by Clarence 
Tookey of that company on offering 
group insurance to associations of small 
employers. A strong association of 
small employers might be a better risk 
than a weak association of large em- 
ployers. A strong association tends to 
reduce sales resistance and ease admin- 
istration. Enactment of a_ statute at- 
tempting to fix underwriting require- 
ments would not necessarily accom- 
plish its purpose, Mr. Tookey pointed 
out. No two cases are alike and each 
must be underwritten on its merits. 
Any attempt at statutory restriction 
might eliminate some good cases and 
still allow poorer cases to be written. 
Mr. Dandy believes there is some justi- 
fication for issuing pension trust poli- 
Cles containing more liberal settlement 
Provisions than in regular policies since 
the selection at retirement would be sub- 
stantially less on the former. 

. F, B. Richardson, Mutual Life, 
doubted the feasibility of widely re- 
Stricting the development of any form 
of insurance, saying people in the United 
States are far from adequately insured 
and developments of newer forms to 
Meet their needs should be allowed. 
Some will work out well, the others, 
Proved unworkable, will be dropped. 
Statutory restrictions that block tech- 























Parkinson Sees 3% Yield This Year 
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$200 million for expansion and General 
Electric $150 million. Today the whole 
business plant needs rebuilding if it is to 
meet the demands of the American 
public and foreign requirements. The 
power and light industry needs rebuild- 
ing, and the transportation system needs 
rebuilding and re-equipment. Such re- 
building is as necessary as the original 
building was 50 years ago. There can’t 
be efficient, economical production and 
distribution without such rebuilding and 
this can’t be accomplished unless some- 
‘body pays for it. Even if the govern- 
ment takes over the railroads, somebody 
has got to pay for such rebuilding. The 
job can’t be done by the government. 

The U. S. owes $250 billion.‘ This is a 
tremendous burden that hangs heavy 
over governmental organization and 
procedure. 

Expansion of bank credit, he said, 
now seems to mean the right to draw on 
banks to an unlimited sum. Every 
U. S. loan increases prices, decreases the 
purchasing value of the dollar, and that 
comes out of the people’s pockets just as 
if it was taxed out directly. 

Life insurance agents have preached 
preparation for the future and have con- 
vinced people that there is a future. 
That is social welfare work done on a 
practical, businesslike basis, Mr. Park- 
inson said. 

You can’t take America anywhere un- 
til you set aside something so that when 
it is accumulated, it amounts to enough 
to accomplish something worthwhile. 
That is true of the individual and it is 
true in the community. Somebody must 
save enough so that there can be built 
highways, bridges, hotels, etc. Devel- 
nological progress are unsound. Ex- 
tension of group might follow the pat- 
tern of extension of coverage after each 
war and by the social security act in 
promoting ordinary sales. There is 
some justification for a limit on amounts 
of group insurance. Where an_indi- 
vidual is to receive a large amount of 
insurance it should be on a permanent 
plan of insurance and he should have 
the services of a trained agent in fitting 
it to his individual program. 


Klem’s Report 


Walter Klem, Equitable Society, in 
presenting the secretary’s report, issued 
an invitation on behalf of the Interna- 
tional Business Machines for actuaries 
to visit the New York office to see a 
selective sequence electronic calculator. 
A number of actuaries made the visit. 

Oliver W. Perrin, Penn Mutual, treas- 
urer, reported. 

A. W. Marshall, last year’s president, 
Provident Mutual, described the plans 
for the Institute of Actuaries of Great 
Britain for their centennary celebra- 
tion in June, in London. So far about 
48 American actuaries and 28 wives 
have indicated plans to go to London 
for the affair. A gift of money and a 
gift of silver has been made to the in- 
stitute for the affair. 

It is natural that with the merger of 
the society and the institute careful 
scrutiny should be given to the changes 
in the form of the meetings to improve 
their value, President Bassford sug- 
gested. A great deal of study has been 
given to this by the joint commitfee. 
Many of the questions will be decided 
on a meeting-to-meeting basis. 

H. H. Hennington, mathematician 
Equitable Society, suggested special 
speakers in such fields as banking, in- 
vestment, social science. E. A. Dough- 
erty, veterans administration, empha- 
sized activity in regional actuaries’ 
clubs as a means of getting informal 
discussion of individual problems which 
probably could not be generally con- 
sidered at the annual or semi-annual 
meetings. 

H. R. Lawson, actuary Paul Revere 
Life, said that for actuaries of smaller 
companies concurrent panels were not 
too desirable. He favors a longer meet- 
ing with consecutive panels. 








opment of resources depends on men 
making plans and getting. capital, and 
the latter comes most soundly from the 
life insurance institution. Life insur- 
ance accumulates the savings and that is 
a sound way to build and rebuild for the 
future. The amounts that could be thus 
brought together are almost limitless. 
Equitable, he said, so far this year has 
furnished some $300 million for indus- 
try, utilities and railroads. 

“The fog and nonsense is beginning 
to blow away,” he declared. 

The low interest rates were wholly ar- 
tificial, Mr. Parkinson went on to say. 
They were imposed to keep interest 
down to a minimum by maintaining an 
excessive supply of dollars through ex- 
tension of bank credit. This was the 
same as if printing presses had been run 
by a dictator. This was more harmful 
to policyholders than to anyone else. It 
increased the net cost of the insurance 
and cut down the value of the proceeds. 
He pointed out that the proceeds today 
of an E bond are worth 40% less than 
the money that was used to buy it. Mr. 
Parkinson contended that the war could 
have been financed with longer term 
bonds at 3% interest. The government 
should have let the life insurance com- 
panies buy such bonds on which they 
could live and produce a better return. 

The aim, Mr. Parkinson concluded, 
should be to finance the country out of 
savings, not out of newly created 
money. 


L. A. Assn. Hears Debit Men 


The Los Angeles Life Underwriters 
Assn. held a late afternoon and evening 
sales meeting, with four debit men and 
a sales executive on the program. S. V. 
Mitchell, Jr., Prudential, first industrial 
agent to qualify for the Million Dollar 
Round Table, spoke on “The Presenta- 
tion.” Ken L. Smillie, Metropolitan, 


spoke on “Business Insurance,” saying 
that debit men have a tremendous field 
for business insurance on which they 
have not capitalized. D. R. Boudinot, 
John Hancock Mutual, speaking on 
“Service with a Smile,” presented his 
philosophy that production comes 
through servicing policyholders. M. E. 
Lee, National L. & A., had for his 
topic “Goal.” B. H. Gibbons, Jr., past 
president Sales Executive Club of Los 
Angeles, talked on “Selling as a Career.” 
His address is part of a program spon- 
sored by the National Federation of 
Sales Executives. 


VA Man to Lincoln Nat'l | 


Rudolph L. Walter, a contact repre- 
sentative of the veterans administration 
in Washington, 
who has been as- 
sisting veterans 
with their National 
Service life insur- 
ance problems, has 
resigned from VA 
to join the John D. 
Marsh agency of 
Lincoln National 
Life in Washing- 
ton. It was through 
his VA work that 
Mr. Walter be- 
came eee in 
selling life insur- 

Bake Sew ance. He served as 
army captain and was wounded in the 
Normandy invasion. 


Nebraska Institute Elects 


R. S. Wagner of Omaha has been 
elected president of Insurance Insti- 
tute of Nebraska. He has been secre- 
tary-treasurer for two years and _ suc- 








ceeds Lloyd Corp, Bankers Life of 
Nebraska, Lincoln. New secretary is 
W. S. Henrion, Woodmen Central, 
Lincoln. 


Insurance Director Stone, Cliff Span- 
gler, actuary of the department, and 
Fred Steiner, department counsel, spoke. 

















































FIDELITY LIFE 
Sales 
Representatives 
Count | - 

Money 


Instead of 
Sheep 











Aggressive F.L.A. sales representa- 
tives have good incomes from the very 
beginning. And why not? They are 
permitted to write life insurance with 
accident, hospital and disability bene- 
fits. What’s more, they can write life 
plans with dismemberment and frac- 
ture benefits on children from birth 
and with double indemnity benefits 
from age 5. This adds up to increased 
ineome, greatly enhanced financial se- 
curity. 


Fidelity Life Association of Fulton, Illinois 


Providing Life Insurance Security —- Service — Satisfaction for 
52 Years 
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New Little Gem Has Wealth of CSO Data 


(CONTINUED FROM PAGE 


2) 





sized reference books, it is especially 
helpful in answering the fact and figure 
problems of field men working under 
today’s unusual conditions. 

The special programming section of 
the new Little Gem provides an ex- 
tremely comprehensive treatment of the 
incomes payable under settlement op- 
tions. It covers both current issues, and 
those issued in previous years back to 
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Barrett N. Coates 
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1910, so that all of the essential figures 
on options are provided, for practically 
all life insurance in force today. Also 
shown are the values of paid-up poli- 
cies and the rates of interest payable 
on policy proceeds. 

Other valuable features of the new 
Little Gem include: special sections de- 
voted to CSO reserves, juvenile insur- 
ance, immediate annuities, industrial in- 
surance, each of which has been com- 
pletely revised and improved for 1948. 
There are also special showings of sav- 
ings bank life insurance for Massachu- 
setts, New York and Connecticut, Fi- 
nancial and operating report figures on 
242 companies represent still another 
important Little Gem feature. To as- 
sist the agent in answering the count- 
less questions about National Service 
life insurance and social security, both 
of these subjects are also covered in 
the Little Gem in great detail. 


New Reserve and Value Tables 


Twenty-two pages are devoted to the 
new CSO reserve, cash value and other 
tables. These show the adjusted pre- 
miums and minimum cash values, the 
net level premiums and reserves, and 
the modified premiums and reserves un- 
der the commissioners reserve valuation 
method. Values are shown for each at 
the end of stated years and at the re- 
tirement ages of 55, 60, and 65, the 
tables covering the 2, 24%, 2%4 and 3% 
interest assumptions. Factors applicable 
to these values, for use in determining 
the amounts of paid up life and paid-up 
endowment insurance are also included. 
The tables to be used for any company 
can be determined by glancing at the 
company’s policy analysis page. All of 
this is in addition to that regular show- 
ings of cash values given under each 
individual company heading. 

Right now is the critical time as re- 
gards facts and figures in selling life 
insurance. Facts, as always are power- 
ful, especially at a time of fundamental 
changes. All alert field men are keenly 
interested in gaining an understanding 
of modern contracts, rates, values, costs, 
etc. Sizable commissions often hinge on 
the ability to give the proper answer 
promptly. With all the figures new, old 
familiar answers will not work today, yet 
the occasions for them are bound to 
arise very frequently for some time 
to come. 

Experienced agents have found that 
the extra information given in Little 





Apprehended in Kentucky 


LOUISVILLE—Jake Max Landau, 
who worked an insurance racket over 
several states, is back in LaGrange, Ky., 
reformatory, from which he escaped in 
1945, while serving a nine-year term. 
He was caught in Harlan, Ky. He had 
previously been reported in Cleveland, 
Omaha and California. He will now 
have to stand trial for escaping, which 
comes under a felony charge, and which 
carries one to six year penalty, in addi- 
tion to the 7% years he still has to serve. 

Landau’s racket was to call on widows 
and relatives of deceased persons, and 
posing as an insurance agent, he repre- 
sented that the deceased had carried a 
policy in a company which he claimed 
to represent. He further claimed that 
the last premium had not been paid, but 
that if it were paid up, in amounts of 
from $9.95 to $29.95 or so, the bene- 
ficiary would be entitled to insurance of 
from $1,000 to $10,000. 

He was alleged to have watched the 
death notices and would call on mem- 
bers of the family of the deceased a 
few days after a death. His story was 
that the deceased had carried the pol- 
icy with a reqest that his family not 
know that it had been written. At the 
time of his arrest in 1944 he was wanted 
in a half dozen or more states. 


on the many extra companies it covers, 
gives it an important extra value to 
them. This broader coverage makes it 
undoubtedly the most effective answers 
to current field problems of this kind. 
From no other pocket sized reference 
can one obtain such a vast amount of 
useful, salesmanship fact and figure in- 
formation. Not infrequently it is the 
little apparently insignificant point that 
closes the sale. Careful coverage of the 
finer points—the unusual—has_ long 
been a main objective of the Little Gem. 
This new 1943 edition, with its many 
thousands of new facts, users will find 
packed with almost innumerable an- 
— to field questions that help them 
sell. ° 
Shipments of the thousands of advance 
orders for Little Gems are being made 
as rapidly as possible, in sequence as 
ordered. It takes several weeks to com- 
plete all deliveries, so great is the de- 
mand for new Little Gems—as they are 
used by so very many more agents 
than any other book of its kind. Selling 
singly at $3, in quantities of 6 or more 
at $2.40, a limited number of extra copies 
may be ordered from THE NATIONAL 
UnberwRriteR, statistical division, at 420 
East Fourth street, Cincinnati 2, O., or 
any National Underwriter office. 


Says Proceeds Section of 
Tax Law Needs Amending 


(CONTINUED FROM PAGE 3) 
the beneficiary the right of withdrawal 
would probably destroy the marital de- 
duction but perhaps it would not be fatal 
for at least it would comply with the 
law’s provision that the proceeds must 
be payable to her. : 

Mr. Bentley said the internal revenue 
bureau has issued a ruling to the effect 
that where insurance proceeds go to the 
widow but are to be held on an interest- 
only basis, the remainder being payable 
to her estate, the marital deduction 
would be allowed. Mr. Bentley said 
however, that he thought the commis- 
sioner was very likely wrong and would 
probably revoke the ruling if the section 
applying to proceeds were held to apply 
to all proceeds and not just those pay- 
able in installments. 

In answer to questions, Mr. Bentley 
said it was not necessarily safe to leave 
settlement options as they are since in 
many cases it would make a substantial 








difference whether the marital deduction 


were available or not. He said that 
many settlement options would have to 
be changed to qualify for the deduction. 
There is no objection to naming contin- 
gent beneficiaries if there is a provision 
that the primary beneficiary may set 
them aside in favor of her estate, he 
said. 

Answering a question as to whether 
there was a point in size of estates below 
which it was not worth while to worry 
about the marital deduction, Mr. Bent- 
ley said that no such point could be 
fixed because the difference in income 
dut to the marital deduction might even 
be more vital to a beneficiary of a small 
estate than would a much larger differ- 
ence in the case of a very large estate. 

Mr. Bentley said that there was no 
question in his mind that the law gov- 
erned in the case of proceeds under in- 
stallment options though it might not 
be controlling where the interest-only 
option was used. Consequently, where 
installment options are used they could 
logically be changed to meet the condi- 
tions laid down in the law. He reiter- 
ated that mere power of appointment in 
the insurance contract is not enough but 
should be supplemented by specific au- 
thorization from the insured. 


Gives Tentative Committee 
O. K. to Desired Tax Shifts 


(CONTINUED FROM PAGE 1) 


bill when it comes before the Senate 
finance committee. 

The committee has approved the ex- 
empting from the estate tax of pension 
or death benefits paid to a survivor 
beneficiary under a pension or profit- 





sharing plan qualified under Section 
165(a) or a pension plan of the federal 
state or local governments. : 

The committee decided that there 
should be no gift tax by reason of an 
employe exercising his right to desig. 
nate a beneficiary under a joint and 
survivorship option in a pension plan 
but that this rule should apply only 
in the case of plans qualified under 
165(a) or plans of the federal, state 
or local governments. 

A committee rejected the Treasury’s 
proposal to tax as income the interest 
increment from life insurance death 
benefits when paid in stallments. The 
federal tax program subcommittee op. 
posed this. 
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New President 
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Devereux C. 
Josephs, whose elec- 
tion as president of 
New York Life was 
reported in last 
week’s issue, was 
president of Teach- 
ers Insurance & An- 
nuity 194345 and 
since then has been 
president of the Car- 
negie Corporation of 
New York. He will 
take over his new 
post June 1, becom- 
ing chief administra- 
tive officer. He suc- 
ceeds George L. Harrison, who becomes 
chairman and chief executive officer. 





D. C. Josephs 





Union Mutual Life Opens 
Advanced Training School 


Union Mutual Life has begun the first 
ii a series of advanced home office 
training schools on programming and 
business insurance coducted by John R. 
Carnochan, director of training. The 
teaching staff includes President R. E. 
Irish, H. L. Knight, agency vicepresi- 
dent, R. E. Russ, assistant director of 
agencies; F. T. Jordan, manager of the 
home office agency;. F. B. ‘Maxim, 
agency secretary; Mr. Carnochan, R. 
M. Baker, Portland accountant, and K. 
C. Coombs, local social security ad- 
ministration manager. 


N.A.LC. Plans Committee 


Sessions Saturday, June 5 


In addition to the program for the 
N.A.I.C. meeting at Philadelphia as re- 
ported last week, arrangements have 
been made for activities on Saturday, 
June 5. The executive committee will 
be in session all day to work out final 
details for the convention procedure. 
Also the A. & H. subcommittee headed 
by Downey of California will hold an 
executive session that day. 


D. N. Warters, Dr. Harmon 


on Bankers Life Board 


DES MOINES—D. N. Warters and 
Dr. Henry G. Harmon have been elected 
directors of Bankers Life of Iowa. Mr. 
Warters has been executive vicepresi- 
dent of the company since 1946. He has 
served as secretary of the board for two 
years and joined the company in 1920. 
He is a fellow of both actuarial organi 
zations. In 1940 he was president of 
the Life Office ‘Management Assn. 

Dr. Harmon has been president of 
Drake University since 1941. 


Signs Mich. Housing Bill 
LANSING—Gov. Sigler has signed 
the bill which empowers life companies 
to make long-term investments in Micht- 
gan housing projects. The act is de 
signed to nullify a constitutional baa 
on corporate investments in real estate 
extending for more than 10 years. 








Stewart Smith, vice-president Conr- 
necticut General, addressed the Ger 
eral Agents & Managers Assn. of I 
dianapolis. 
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/n First Three 
Weeks 


Division Manager Freed (left) delivering 


$6,689 check to Charles Getz 


Capitalizing on the amazing salability of Franklin’s exclusive policy contracts, 
the President's Protective Investment Plan, the Guaranteed Life Annuity and 
the sensational new Junior Insured Savings Plan, Charles Getz, a new mem- 
ber of the Eastern Pennsylvania organization, earned cash commissions of 
$6,689.23 in his first three weeks as a Franklin representative. 

Mr. Getz, an insurance veteran, spent six years as representative, and 
eleven years as Assistant Manager, for a large eastern company. Of course 
he had frequently heard of the unusual earnings of Franklin representatives. 
At first skeptical, then frankly curious, and ny outright eager, he joined 
the friendly Franklin in January. 

Referring to the $6,689.23 check presented to him by Division Manager 
Claude Freed, Mr. Getz said, “This is the most money I ever owned at one 
time .. . it surely is a grand feeling. My aim for the year is to more than 
double my best earnings since I began working. I feel sure I will accom- 
plish it.” 

Mr. Getz is typical of scores of happy life insurance salesmen. Through 
exclusive Franklin contracts and friendly home office cooperation, they are 
enjoying earnings beyond their fondest dreams, with the most spectacularly 
growing life insurance company in America. 





CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


Over $570,000,000.00 insurance in force 


Getz Earns $6,689 
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W, y Northwestern Mutual agent. 


make outstanding records . 


@ The Northwestern Mutual is “The Career Company.” It attracts to itself men and women who like to think 
ahead and plan their futures. 

And to these people it gives the broadest opportunity to realize their full potential. This company, through 
its General Agencies, provides complete training. Training that takes the Agent all the way .. . helps him keep 
growing in ability . . . makes it easier to score high records for both quantity and quality of business written. 

The Northwestern Mutual Educational Program, administered jointly by the General Agent and the Home 


Office, provides five carefully coordinated training steps. 





1. SHORT COURSE. ‘[‘his is the first 
step in the development of a North- 
western Mutual agent. The two to 
three weeks’ course is carried on in 
the General Agent’s office. It is de- 
signed to give a thorough back- 
ground in what to know and what 
to do. 


Z. 13-WEEKS REPORTING PROGRAM. 
Helps new Agents make real sales 
managers of themselves. “The Agent 
makes weekly reports to the Educa- 
tional Director at the Home Office. 
These are reviewed and commented 
upon in letters written to the Agent 
—analyzing each of his sales opera- 
tions. 


3. INTERMEDIATE COURSE. I ntro- 
duces programming and allied sub- 
jects by providing the Agent with 
case reports on a series of actual 
sales made by a selected group of 
the Company’s most successful sales- 
men. There are eight sections to 
this course. 























4. CAREER SCHOOL. ‘This unique 
school is conducted at the Home 
Office by Officers and Specialists of 
the Company. For 2 weeks, quali- 
fied Agents associate with other 
carefully selected career underwrit- 
ers and share their experiences. 


5. ADVANCED COURSE. Covers Fs- 
state Planning and Analysis, Busi- 
ness Life Insurance, Pension Trusts, 
Federal Estate Taxes, State Death 
Taxes, Estate Liquidation, Gift 
Taxes, etc. Also Business Law and 
Accounting — both new to such 
courses. 


@ Naturally, a well-organized pro- 
gram of this sort leads many Agents 
to successful completion of the 
C.L.U. examinations. ‘Today, in 
fact, Northwestern Mutual has pro- 
portionately more Chartered Life 
Underwriters than any other com- 


pany. 





Training makes for increased production. Northwestern 


Mutual follows through in the training of its Agents. 


The NORTHWESTERN MUTUAL Life Insurance 
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